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The need for fine quality 
leather was never more 
definite than now... and 
Tandrite is wholeheartedly 
engaged in supplying that 
need, a task for which only 
this pre-eminent calfskin 


is fully equipped. 


That job calls for a leather 
possessing not just one, but 


all the essential virtues... 


Pr yirteleleimaler tiie: 

e supple character 
e enduring stamina 
re iterceta me) ara) ley: 


¢ permanence in finish 


And Tandrite Calf fully 
measures up to that as- 


signment, 
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Spotlight on Shoe Plan 


AMERICAN industry’s goal of stable, 
year-round employment, including the 
Balanced Program aims of the shoe 
industry, won nation-wide publicity 
in the March 23rd issue of Collier’s, 
in an article titled “Keep "Em Work- 
ing,” by Howard Whitman. 

Mr. Whitman called the shoe indus- 
try’s plan for stabilizing production 
and distribution outstanding. “Shoe 
industrialists,” he said, “knew that 
they must stabilize now or never, be- 
cause there'll never be another chance 
quite like this 1946 shakedown cruise 
of our reconverted economy. 

“Stabilization of this industry would 
appear to be no problem because there 
is nothing seasonal about the amount 
of shoe leather we grind iato Amer- 
ica’s sidewalks. Yet, until now, a pic- 
ture of the shoe industry for any ‘nor- 
mal’ year would resemble the roller 
coaster at Coney Island. Up with a 
wow in March and April and down 
with «4 whee from May to August; 
then up and up and up till November, 
and boom—down again until March. 
In 1938, the last normal year in the 
shoe business, this meant a swing from 
206,000 workers employed in the in- 
dustry in March down to 175,000 in 
the doldrums of June. Approximately 
every seventh worker suffered an in- 
terruption of income. 

“Management also suffered from 
‘rush orders, increased costs, delayed 
deliveries, poor workmanship’ during 
the peak seasons and from ‘wasteful 
overhead, large inventories, mark- 
downs’ during the valleys. 

“In the last few months the Na- 
tional Shoe Manufacturers Associa- 
tion has taken steps to end all this, to 
put shoe factories on a regularized 
year-round production schedule. This 
means bringing out new shoe styles 
month by month, instead of gorging 
the stores with them in Spring and 
Fall. It means regularized advertising 
(shoe advertising in the past has ac- 
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centuatéd the peaks, neglected the 
valleys). It means re-educating the 
retailer and the consumer away from 
the seasonal buying habits, which 
were, admittedly, the fault of the in- 
dustry in the first place.” 

The article includes quotations from 
Henry L. Nunn, president of Nunn- 
Bush Shoe Company, who first insti- 
tuted a balanced program in practice, 
and Harold R. Quimby, secretary of 
the NSMA, one of its most enthusias- 
tic proponents. 


*~ * . 


Two Fairs in a Fortnight 


NoTHING like this ever happened be- 
fore. In the short space of two weeks, 
oficial announcements have pro- 
claimed two National Shoe Fairs to 
be held under joint sponsorship of the 
two big national shoe associations 
within the next year. First came the 





Big Booster for Balance 





Regularization of production and 
employment in the shoe industry “will 
wean fewer heartaches for labor end 
fewer heart attacks for management,” 
te Harold R. Quimby, sec- 


quoted 
industry's spokesman in a recent or- 


ticle in Collier's. 


announcement on March 8 that the 
National Shoe Fair for 1946 will be 
held in Chicago, Oct. 27-31. And then, 
like a bolt from the blue, on March 
21 followed another announcement of 
a second National Shoe Fair in New 
York, April 27 to May 2, 1947. 

So it looks from here out like two 
big national shoe shows a year, both 
jointly sponsored by manufacturers 
and retailers, a Spring showing of 
Fall shoes in New York and a Fall 
showing of Spring footwear in Chi- 
cago. On the face of it, the new 
scheme looks like a sensible setup 
that will simplify the situation so far 
as the big seasonal openings of the 
industry are concerned. There’s been 
quite a bit of confusion regarding 
some of the showings this season, and 
anything that will tend toward orderly 
procedure, and the balance that the 
industry is striving for, should prove 


a constructive contribution. (News 
item on page 131.) 

oa a ” 
Leather Chief Moves Up 


bn line with Commerce Secretary 
Henry Wallace’s plans for reorganiza- 
tion of that department of the Federal 
government, the Leather and Textile 
Units have been combined into a 
Leather and Textile Division. 

The new division, which will carry 
on the activities in leather and textiles 
of the old Bureau of Foreign and 
Domestic Commerce, is being headed 
by J. G. Schnitzer, who was formerly 
chief of the Leather Unit and has 
been the department’s authority on 
leather and shoes for 20 years. 

While Mr. Schnitzer has been 
named head of the new division, his 
added duties will not lessen his active 
interest in the shoe and leather indus- 
tries, since he will be provided with 
adequate assistance for his work in 
the textile field. 

Under the reorganization, the 
Leather and Textile Division will have 
the responsibility for conducting for- 
eign and domestic market surveys, the 
gathering of production and trade ma- 
terial, statistical and research studies, 
and various other activities. 























Recorder Quotes from the Record 





“WHAT HURTS MOST,” said a 
Nunn-Bush manager in Portland, 
Oregon, “is that we can’t begin to 
supply the returning service men. 
. . « The first thing they want when 
they begin to shed their uniforms 
is to get their feet into a good com- 
fortable pair of civilian shoes. It’s 
tough when we can’t set them up 
like we want to.” The same situa- 
tion prevails throughout the North- 
west, for with boats unloading thou- 
sands of men at Portland, Seattle, 
Tacoma, etc., there have been thou- 
sands of feet making tracks to shoe 
stores, only to be met with disap- 
pointment. 




















Dealers everywhere observe that 
people want good shoes, better than 
they ever have . . . not just expen- 
sive ones but those having good ma- 
terials and workmanship. They want 
leather and more leather. Are hun- 
gry for the good feel of it, for its 
smartness and satisfaction. Plat- 
forms, more and higher, are being 
shown—and sold. Women have 
found them extremely practical. Be- 
ing able to take the shock, they are 
a comfort to feet that must beat the 
pavements; they have style, and in 
a locality like Portland, where walks 
are damp or downright wet a large 
portion of the year, they keep the 
feet dry well above the water line. 

Managers say they are putting in 
just as many play shoes as ever, for - 
the Pacific Northwest runs Florida 
and California a close second in 
play apparel and the play shoe has 
been and will continue to be a happy 
go-between in times of shortages. 
Some dealers feel there will be a 
definite easing of the situation dur- 
ing the Spring; others think it will 
be several months or a year and still 
others are openly pessimistic. 


NEIL LIVINGSTON of Livings- 







ton’s Shoe Store in Helena, Mon- 
tana, reports a good year, consider- 
ing trying wartime, then post-war 
conditions, and puts the credit for 
his business success on his insis- 
tence upon quality to his customers. 
He hag established his reputation as 
a quality merchant on the premise 
that “quality always pays.” 
* * . 
SUN SHOE MANUFACTURING 
COMPANY of Chicago, IIL, says; 
“The new congenial air of the 
cab drivers these days is just an- 
other indication of some folks’ re- 
action to the war’s end. Our em- 
ployees, too, have quickly readjusted 
themselves to the changed condi- 
tions. Where formerly they felt in- 
different towards our product, they 
now are helping us to improve it— 
thus making it possible for us to 
give you the quality and service we 
have always wanted you to have. 
“The consumer, your problem- 
child as well as ours, sits in the 
driver’s seat again. Let’s show him 





the sights of wonderful styles, fine 
leather and good workmanship once 
more. As far as OUR relationship 
is concerned, let’s hold on to the 
courtesy of the road by turning to 
the right—the right understanding! 
Let’s ride along bumper to bumper 
and we will overcome the deep ruts 
we may encounter on the smooth 
highway to Prosperity that lies 
ahead.” * * #* 


P. W. LITCHFIELD, Chairman of 
the Board of the Goodyear Tire & 
Rubber Company, in a comprehen- 
sive letter accompanying the report 
to stockholders, envisions a bright 
post-war future for the rubber in- 
dustry if wage and price issues can 
be solved on an equitable basis. “All 
of our plants have been substan- 
tially reconverted to peacetime op- 


erations,” Mr. Litchneld reported. 
In commenting on the rubber situa- 
tion he said: 

“Government synthetic rubber 
plants during the past year have 
made great improvements in qual- 
ity and in lowering the cost of syn- 
thetic rubber. Also, since V-J Day, 
increasing amounts of natural rub- 
ber are becoming available. The 
potential supply of our basic raw 
material is greater than in pre-war 
times and will be apparently much 
more stabilized in price. This pro- 
vides for a greater volume in the 
future, a firm foundation as regards 





supply, while the backlog of unfilled 
requirements of rubber products 
which were not produced during the 
war years indicates a substantial in- 
creased demand for some time to 


come.” 
+. - - 


HERMAN FRIEDMAN, manager 
of the Scientific Shoe Fitters store 
in Bridgeport, Connecticut, is cred- 
ited with the success of that city’s 
drive for shoes for overseas relief. 
He obtained the cooperation of six- 
teen downtown firms who agreed to 
place two barrels apiece in a con- 
spicuous place in front of their 
shops for the collection of the shoes 
that were donated. The City Barrel 
Company did its share by furnish- 
ing the barrels and painting them 
red, white and blue for easy identi- 


fication. 
. . * 


GIRLS IN KITCHENER, Ontario 
(Canada), are testing a new devel- 
opment in women’s rubber footwear 
in the form of an ingeniously-fash- 
ioned heel flap which prevents soil- 
ing or splashing of the back of hose 
on wet days. The invention, purely 
the product of local research in 
Kitchener, has been perfected after 
several years of study and experi- 
ment with waterproof rubber foot- 
wear for women. Several hundred 
girls, who were bad “splashers,” 
are making official tests for the com- 
pany. They report they now walk 
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down the street on rainy and slushy 
days without worrying about soil- 
ing their hose. As soon as Govern- 
ment controls are lifted on produc- 
tion of rubber products, in Canada, 
these “hosavers” will be made avail- 
able to all women throughout the 
Dominion. 





LOOKING AHEAD 
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—Millions of people, in the back- 
ward regions of the world, have 
been brought into contact, dur- 
ing World War Il, with a multi- 
tude of things that have to do 
with so-called "higher standards 
of living." 

—Result is an awakened demand 
for enough goods to keep our 
factories working overtime for 
years to come. 

—And that means shoes, too. | 

—The following is quoted from an 





article which a red in a re- 
cent issue of This Week Maga- 
zine: 


“Juan's sisters in the Pacific have not 
lagged in adapting themselves to our 
customs. A Marine Corps club for en- 
listed men on Samoa regularly invited 
Samoan girls to its dances. Almost four 
years ago, when we first came, it was 
necessary to add at the bottom of an 
invitation: ‘Only women wearing shoes 
will be admitted.’ Today, these maidens 
not only wear shoes, but have given up 
sorongs for dresses. They use lipstick 
and smoke cigarettes. When it comes 
to jitterbugging, they are, as the Gl's 
say, terrific.” 

—Right now our factories cannot 
‘produce enough shoes for our 
own civilian demand, but once 
our production stride gets going 
full speed ahead, it's safe to as- 
sume that export trade will in- 
crease in like ratio. 

—And that will help create the 
60,000,000 jobs that are con- 
sidered essential to America's 


prosperity. 


Sth tebe 


. President 
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JOSEPH GOLDBERG, Governing 
Director of Goldberg Footwear 
Agencies, Pty., Ltd., of Sydney, 





Australia, and Mrs. Goldberg ar- 
rived in San Francisco recently. 
After a short rest and visit with 
friends on the Pacific Coast they 
will visit the eastern United States. 
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A pioneer of American shoe produc- 
tion methods in Australia, Mr. Gold- 
berg now sees the fruition of many 
years of effort in the ever-increas- 
ing demand by the Australian con- 
sumer for multiple fittings based on 
American lasts. “Australia,” he 
said, “looks to America, more and 
more, for leadership in style and 
comfort.” 

Commenting. on  reconversion 
problems, he stated: “Conditions 
here are the same as those at home. 
We, too, are having difficulty mar- 
shalling labor, facilities and raw 
materials for an all-out effort for 
peacetime production. We are con- 
fident, nevertheless, in future pros- 
pects, both domestic and in our re- 


lationship with your country.” 
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“Certainly I'll keep in mind the style you want. How could | forget?” 


HERB LAPE, JR., president of 
Julian & Kokenge Company, is re- 
ceiving the thanks and appreciation 
of golf enthusiasts in and around 
Columbus, Ohio. It was his persis- 
tence and determination that made 
it possible for the $10,000 Colum- 
bus Invitational Open Golf Tourna- 
ment to be scheduled in that city. 
Full details of how he was success- 
ful, in the face of much powerful 



















opposition, probably never will be 
known; but friendship with Craig 
Wood, chairman of the PGA didn’t 
hurt. He impressed Fred Corcoran, 
tournament manager of the PGA 
that this wasn’t a fly-by-night event 
for one year but the beginning of 
an annual affair to go on through 
the years. 

The tournament, scheduled for 
the week-end following July 4th, 
will bring the greatest galaxy of 
golf experts Columbus has ever seen. 
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The Role of the Retailer in a 


As Reconversion Approaches the Stage of Completion, the 

Distributor Once More Becomes a Dominant Factor, Hold- 

ing the Keys to Prosperity. He Must Assume Responsibility 

for Efficient Operation, But He Should Be Freed from the 
Burdens of Oppressive Restrictions. 


No other country is as self-sufficient as the United States, 
and yet even we can not live to ourselves. Isolationist 
policies, high tariff barriers, and the caliber and inade- 
quacy of preparedness of our foreign trade emissaries- 
these were all factors in bringing on the last war. Our 
foreign trade representatives, either business or consular, 
were neither as well trained nor as well backed up by our 
government as were the British or German. Correct these 
various deficiencies and we may help to assure lasting 
world peace. Fail to do so and the next war is inevitable. 
International trade is essential to world prosperity and 
peace. Barriers to trade such as tariffs and subsidies that 
foster uneconomic production place us, as nations, on the 
basis of feudal communities that must of necessity be self- 
sufficient regardless of the cost. That is one basis for Stalin's 
claim that capitalism is economically unsound. 

* We are accustomed to hearing of the American Genius of 
Production. We do top the world in this, although statisti- 
cal analysis gives ground for sober thought, in comparison 
—say, with Germany—both as to quality of product and 
efficiency of operation. Without the American Genius of 
Distribution, which creates the markets, the fullest exer- 
cise of our Genius of Production would only result in 
national bankruptcy. Anyone familiar with European coun- 
tries, even the most progressive, is impressed with the 
superiority of American methods in marketing in their 
respective domestic fields. We lead the world in the crea- 
tion of markets for our products and services through mer- 
chandising methods and such media as display, radio, pub- 
lications, demonstrations and services—all the propaganda 
of peacetime. These are the factors that make possible the 
volume of American production so essential to its efficiency. 

Other countries, notably England, Germany and Japan, 
have considered the cultivation of foreign markets more 
essential than development of their own domestic markets. 
They are not as self-sufficient as we are, must import many 
essentials, so—in order to maintain a favorable balance of 
trade—they resort to government subsidies, and—in some 
countries—to political manipulations and bi-lateral trade 
agreements. In the past, they couldn’t buy from us or sell 
us enough to meet their obligations to us because of our 
high protective tariff system. Let’s be realistic: the days 
when American industry, as a whole, needed protection are 
gone. Our distributive system, if givén free play, unham- 
pered by high duties or political complications, will assure 
the added volume necessary to high-level production in 
this country. 

The essential corollary to selling abroad is buying abroad. 
Let us not again harken to the pleas of some American 
industrialists, seconded by labor leaders, that high protec- 
tive tariffs are essential to the maintenance of the American 


standard of living. Fortunately, there is evident a change 
in the trend of thinking on this important subject on the 
part of enlightened leaders among both these groups of 
former champions of protection. High pay for high pro- 
duction per man is the answer. All wars result from eco- 
nomic pressures, necessities, or greeds. Let us not again 
deny our responsibilities in the world picture, but, instead 
recognize the essentiality of our distributive system in the 
moving of products both out of and into our country. The 
very term “commerce” implies trade or distribution, which 
—-if it is sufficiently multi-lateral—will raise the standard 
of living in all nations involved, increase productive em- 
ployment, and thus afford the surest guarantee of world- 
wide peace and prosperity. 


The Domestic Scene 


Within our own boundaries, the principal criticism that 
I would make of the Distributor is that he has failed to 
sufficiently sell the country on the value of his own services. 
Many of us here can remember how— in the aftermath of 
World War I—the retailer was branded a Profiteer. He 
was considered fair game for all sorts of ill-informed or 
deliberately vicious attacks. In later years the trite phrase 
that distribution costs are too high has almost come to be 
accepted as axiomatic. Only a few years back some ele- 
ments within our government seriously proposed the estab- 
lishment of subsidized cooperatives as a government func- 
tion. The great American spirit of free enterprise, which is 
well exemplified in the vast numbers of small enterprisers 
in the retail field, would have suffered a body-blow had this 
proposal materialized. Statistics indicate that the average 
unit in the distributive field comprises one employer with 
about three paid employees. The American public is will- 
ing to pay for what it wants, and no other nation is better 
served by its retailers. What the Distributor needs is a 
public relations job that will sell him and the value of his 
services comparable to the one being done on his merchan- 
dise. This can best be done on an industry basis, and 
should be done in conjunction with the production end of 
that industry. A fuller appreciation on the part of the 
public of the role of the Distributor, the value of his ser- 
vices, would also result in better relationships in govern- 
mental circles. Such a campaign should encourage able 
young men to enter the distributive field. The development 
of opportunities and the educational preparation for such 
service should be important adjuncts. 

One of the problems of industry is the pressure for 
shorter working hours along with higher pay. When for- 
merly many observers felt that our markets were surfeited, 
that we were producing too much, there was justification 
for trying to spread the work. With the back-log of de- 
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Peace Leonomy 


From an Address before the South- 
western Division of the Chamber of 
Commerce of the U.S., at Dallas, Texas 








by HAROLD F. VOLK 







mand, aggravated by slow-downs as well as open strikes, 
there is no justification for reducing the individual's pro- 
ductive potential, particularly in view of our foreign market 
responsibilities. By producing more, the individual worker 
will earn his higher pay, at the same time holding costs in 
line with the necessities of foreign competition. More pro- 
duction per man is the answer to higher pay and lower 
prices. In sympathy with pressure in the production field 
we have had demand for shorter hours in distribution. Fol- 
lowing the terrific ravages of war, mankind needs to pro- 
duce and sell as never before, and such a theory as “more 
pay for less work” should be recognized as the dema- 
goguery it has always been. m 

During the conduct of the war, it is understandable that 
production should have been considered solely important. 
As long as our government was the principal consumer, 
both for our own and our Allies’ necessities, there was no 
serious problem of distribution in its normal relationship to 
production. These problems were in reverse—shortages, 
the need to ration, all those components of a seller’s market, 
reduced the Distributor’s function to one largely mechani- 
cal. Production is still the main problem—production to 
meet civilian needs against a background of shortages built 
up during years of priorities for military needs. The index 
to Reconversion is the degree to which production meets 
the consumption demand. As the two approach a balance, 
Reconversion will have been accomplished, and the role of 
the Distributor will then become the dominant factor in 
the maintenance of production and a healthy peacetime 
economy. 7 

When supply exceeds demand, when we have a Buyer's 
Market, the Distribtitor holds the key to prosperity. If the 
Distributor is to meet his responsibility, there are two es- 
sential facts that must be faced: 

1. HE MUST GET HIS OWN HOUSE IN ORDER. The 
Distributor, along with the Producer, has become soft as a 












































natural concomitant of a prolonged seller’s market. His HAROLD F. VOLK 
expenses did not keep pace with his volume increase, left 
him more profit than in pre-war years. The Excess Profits Head of the nationally famous retail establishment of 





Tax offered no incentive to efficiency. Circumstances per- 
mitted a laxity in operations that normal competitive.con- 
ditions would not tolerate. His attitude toward his cus- 





Volk Brothers, in Dallas, Texas, and a former president 
of the National Shoe Retailers Association, Mr. Volk 
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largesse, one who felt himself sought after, with consequent He studied the latter under Dr. Irving Fisher at Yale | 






tomers frequently approached that of a distributor of has long been a student of business and economics. 
ee —— = his o weey | a. These are University, from which institution he was graduated 
© things that the merchant himselt must correct, one with the class of 1917. Immediately following his grad- 


essential being a program of personnel training. : , 
2. HE MUST BE FREE AS QUICKLY AS POSSIBLE uation he joined the Army, then engaged in World 
FROM OPPRESSIVE GOVERNMENTAL RESTRIC. War |. He served as first lieutenant in the 90th Divi- 









TIONS. During the war, many restrictive regulations served sion in France, and later in the Army of Occupation 
a useful purpose. Military production was increased by lim- in Germany. After his discharge from the Army he 
itations placed on preduction for civilian use. What was entered the firm of Volk Brothers, of which his father, 
food for our national welfare then may well be poison for ceonerd Wf. Vol. ais Gente tool 
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The avenue of shoes at Rich's, Atlanta. where five new shops were opened recently, including a 
Shop for Fine Shoes, a Sunshine Shop, a Slipper Bar, a Shop for Walking Shoes, and a Mademoi- 
selle Shop, in which are featured youthful shoes with a light. style appeal. 


Five SEPARATE SHOE SHOPS 
In Postwar Rich Store 


The Shop of Fine Shoes is decorated in mauve and The Sunshine Shop is decorated in blazing sunbeam colors reflected 
soft blue, with furnishings upholstered in pearl- against cool blue in the upholstery of the chairs. Here are featured 
toned leather. Shoes here range in price up to $50. : gay, high-fashion, casual types for resort and play wear. 

















Specialized Salons for Shoes at Rich's in 
Atlanta, Ga., Allows for Efficient Mer- 
chandising. Decorated and Planned by a 
New York Architect, the Shops Offer the 
Ultimate in Comfort for the Customer. 






K. B. PASSAMANECK, 


divisional merchandise manager of 
shoes for Rich’s, Atlanta, Ga. 


A SALUTE to the entire shoe in- 
dustry for ingenuity and accomplish- 
ment during the difficult war years 
by K. B. Passamaneck, division mer- 
chandise manager for shoes at 
Rich’s, Inc., Atlanta, Ga., accom- 
panied the recent opening of five 
new specialized shops in Rich’s shoe 
department. 

“Shoe manufacturers not only 
met the challenge of leather short- 


The Slipper Bar is located at one of the traffic corners on Rich's 
daily with new styles, this corner 


floor of shoe shops. Trimmed 


age, critical labor problems and 
heavy governmental restrictions,” 
Mr. Passamaneck said, “but they 
developed more and more fashion 
acceptance, and have emerged from 
their trial with shoes more adapted 
to life and the purposes for which 
they were designed.” 

Rich’s, the largest dealer of shoes 
in the South, followed a policy of 
promoting factory names and de- 
signers in every way possible during 
shoe rationing. 

“When we found a creative de- 
signer with news in the shoe world,” 
Mr. Passamaneck said, “we pub- 
licized his product in every possible 
way—out of proportion to our 
gain, to make the store fashion 
right. It has paid dividends.” 

Mr. Passamaneck envisions the 
day when all fashion inspiration 
will stem from the shoe industry— 
when color, line, and trend will be 
set by the designers of footwear, to 
be followed by costume, and acces- 
sory inspiration. 


The opening of these new depart- 
ments was the first post-war step 
in a far-reaching program to be 
realized at Rich’s emphasizing the 
importance of fine shoes in the field 
of fashion coordination. 


is always ready for the most particular of customers. 


7 


Miss Betty Smith, left, buyer of fine 
shoes, and two fellow buyers, Coleman 
Kimbro, who specializes in walking 
shoes, and Mrs. Ida Cleghorn, who stocks 
the Under Seven Dollar Shop. 


Decorated and planned by Ele- 
anor LeMaire, New York design 
engineer and Rich’s interior archi- 
tect, the shops were timed to open 
two days before Rich’s 
of “Fashionata”—a five-act, 
teen-scene theatrical production of 
Spring fashions which ran for five 
performances at the Erlanger 
Theater. Many of the most spec- 
tacular shoes were dramatized with 
costumes headlined at “Fashionata,” 

[TURN TO PAGE 100, PLEASE] 
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The Companions Bar, a rotunda showcase to sim- 
plify the selection of accessories. This bar is at 
the entrance to the shoe shops. 
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Shoe Stores Demonstrate Ability 


41 Per Cent of Those Operating in 1929 Were 
Still Doing Business at the Old Stand in 1939, Ac- 
cording to Department of Commerce Study, as 
Against 50-50 Survival Rate for All Retail Stores. 


AVERAGE SALES BY AGE GROUPS, 
Shown for Independents and Chains, 
Retail Trade, 1939 


‘. SHOE STORES 


AVERAGE SALES IN THOUSANDS OF DOLLARS 
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In this chart, black areas indicate independents, and 
shaded areas indicate chain stores. 


APPROXIMATELY 41 percent of the retail shoe stores 
in existence in 1929 were still in business in 1939, ac- 
cording to a study of the Department of Commerce on 
the survival rate of retail establishments for the 10-year 
period, 1929-39. 

The report, which reviews the experience of business- 
men during the dark decade of the 1930's, also reveals 
that the average age of shoe stores in 1939 was 14 years. 
The average of independent shoe stores was 16 years. 
Chains showed an average age of 9 years. 

All retail stores in operation in 1929 had about a 
50-50 chance of surviving the 10-year period, 1929-39, 
the report states. Thus, of the approximately 1,500,000 
retail stores in operation in 1929, statistics show that the 
slightly more than half were still in business ten years 
later. 

Three-fourths of all retail stores which discontinued 
during the 10-year period had closed their doors within 
the first four years after 1929—a circumstance due not 
only to the adverse economic conditions of these years 
but also to the fact that during this period the stores 
were relatively young. As might be expected, there was 
a marked tendency for discontinuance rates to decrease 
as stores became older. 


Moreover, the report said, comparison of the statistics 
for different kinds of retail business indicates that stores 
which sell the basic necessities in the form of food, 
drugs, clothing, and shoes experienced, in general, a 
longer life span than specialty stores which handle lux- 
ury goods. 

According to the report, although a large proportion 
of the stores was in the early years of operation, the 
highest average sales were reported by the oldest stores. 
A sharp decline in the number of stores and relatively 
sharp increase in average sales per store are obvious 
after the first few years of operation. Average annual 
sales for retail stores one year old or under were $7,000 
as against an average of $23,000 for stores of all ages 
and $49,000 for stores 34 years old and over. 

A comparison of independent stores and chain stores 
showed no difference in average age of the two groups 
but revealed a great variation in average annual sales. 
All retail independents showed average annual sales of 
$20,000 as against $74,000 for all chain establishments. 
Nearly all lines of businesses showed a similar dif- 
ferential, department stores being a notable exception. 

This study is an attempt to provide a better under- 
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In this chart, black areas indicate stores, while shaded 
areas indicate sales. 
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Average Sales and Percentage Distribution of Sales and Stores by Age Groups 











1939 
* 
Retail Trade Independent Chains 
A of Total | of Total | A of Total | of Total | A of Total | of Total 
verage verage 
verage 4 

Shoe .| 30,000 100.00 100.00 20,000 48.78 70.97 51,000 51.22 29.03 
Up tol year............. 12,000 3.04 7.53 9,000 1.75 5.37 17,000 1.29 2.15 
Same. ...... 24,000 5.48 6.74 15,000 2.20 4.25 38,000 3.29 2.49 
3-6 years...... 29,000 21.60 21.64 18,000 8.13 13.27 47,000 13.47 8.39 
ee 35,000 18.93 15.83 22,000 7.57 10.11 58,000 11.37 5.27 
11-20 years. . 33,000 27,50 24.07 21,000 11.88 16.59 50,000 15.61 7.47 
21-33 years............. 25,000 11.25 13.04 20,000 7.90 11.34 67,000 3.36 1.70 
34 years and over........ 32,000 12.19 11.15 27,000 9.35 10.04 74,000 2.83 1.11 



































standing of the chances of survival by investigating the 
life history of the establishments that make up the retail 
and wholesale distribution systems. It is considered a 
reliable base for general analysis since it is based on the 
nation-wide Census of Business during the years im- 
mediately prior to the war, rather than a sample or spot 
study of business turnover. 

In the study the duration of an establishment was 
measured from the date of original establishment in 
the identical line of business and refers to the period 
during which the business operated rather than the 
length of life under a single ownership. Investigation 
of the duration of establishments operating in 1939 re- 
vealed that wholesale units had been in existence a little 
longer than retail stores, averaging 14 as compared with 
12 years. In 1939, about one-half of the 1,770,355 retail 
units had been established nine or more years, and one- 
fourth had been in existence at least 17 years. One-half 
of the 200,573 wholesale establishments had been in 
business 11 years or more. 

While the average age of retail shoe stores in 1939 
was 16 years, the average for other types of outlets show 
marked variation. For example, department stores had 
an average age of 35 years, the highest recorded; furni- 
ture stores, 16 years; furriers, 13 years; millinery 
shops, 10 years; women’s ready-to-wear stores, 9 years; 
and women’s accessory stores, 7 years. 

Geographically, the. variation in age of retail stores 
was slight. The average age of stores was a little above 
the national average in the North Central, New England, 
and Middle Atlantic groups of States and below in the 
West, South Central, and Pacific groups, probably a 
reflection of the period of development of the States 
themselves. 

Manufacturers’ sales branches (with stocks) had the 
longest average duration—19 years—for wholesale 
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establishments classified by type of operation. Service 
and limited-function wholesalers, largely independent ° 
in ownership and comprising more than half of the total 
wholesale units, had been in existence on the average 
14 years—the same as the average for all wholesale 
establishments. Wholesale agents and brokers had been 
established for shortest average period—1l3 years. 

The average share of sales of establishments which 
had been in business more than 10 years was more than 
that of new ones for both retail and wholesale trade. 
Specifically, the 421% percent of retail stores which had 
been in business more than 10 years accounted for 58 
percent of the total sales in 1939, and the 51 percent of 
wholesale establishments in business more than 10 years 
shared about 71 percent of the total sales. 

From the census data it was possible to estimate year 
by year from 1929 to 1939 the number of surviving re- 
tail stores which had been in existence in 1929. A study 
of these data shows that the year-to-year survival ratio 
became progressively higher as the surviving stores grew 
older. The estimated yearly rate of decrease in number 
of 1929 operating stores of various ages was highest in 
1930, when 12.2 percent were casualties and lowest in 
1939, when 2.9 percent of the 1929 stores still active 
ceased operations. In shoe stores this overall experience 
was almost paralleled, the highest percentage rate of 
yearly casualties was 15.12 in 193] and the lowest in 
1939 was only 2.51 percent. 

Of the 1,476,365 retail stores operating in 1929, 752,- 
959, or slightly more than half, were still in business in 
1939. These survivals from the 1929 group represented 
42.5 percent of all retail stores in 1939. Of the 24,259 
shoe stores in 1929, 9,887 were operating in 1939, The 
total number of shoe stores in 1939 was 20,487, of 
which 6,829 were chain outlets. 

[TURN TO PAGE 122, PLEASE] 


59 










BOOT AND 


SHOE 


RECORDER 


Liitrial Uilboh- 





Sharing the Shoe “Know-How” 


|N connection with a study of probable future develop- 
ments in marketing, Boor anp SHOE RECORDER was 
asked by a national publication recently whether a 
current trend toward the multiplication of buying 
groups, made up of retailers, with the purpose of 
obtaining a competitive price advantage, is regarded 
as a threat to established brands of shoes. In reply, 
the Recorder expressed the opinion that shoe mer- 
chants, by and large, are at present more interested in 
obtaining deliveries of increased quantities of badly 
needed footwear than in forming buying groups to 
obtain a price advantage, and that manufacturers at 
the moment are so deeply engrossed with their efforts 
to increase their production that they have little time for 
concern over problems that seem relatively remote. 

In this connection it may be of interest to observe 
that buying organizations are no new thing in the shoe 
business. As a matter of fact, they date back a good 
many years. Even before World War I, we are told, 
there was quite a successful buying organization com- 
posed of upstate New York and New England mer- 
chants. This group confined its operations largely to 
rubber footwear and certain other items in which all 
of the members had a common interest, regardless of 
the types or brands of shoes they happened to be selling. 

In the latter 20’s an organization was formed in 
Boston with quite an elaborate set-up, based upon a 
comprehensive merchandising study by a firm of busi- 
ness engineers, to give to merchants who subscribed for 
the service the advantages that were supposed to accrue 
from large-scale buying. It did not, however, continue 
to operate for very long. Shoe merchants for the most 
part are individualists who do not as a rule subscribe 
to rigid regimentation of their activities. A buying 
group, as such, presupposes a certain number of re- 
tailers operating in much the same way and selling, in 
large part at least, similar lines of merchandise. It 
isn’t an easy thing to discover a considerable number 
of specialty shoe stores that conform to such a stand- 


ardized pattern. 


Many of the more important buying and merchandis- 
ing groups which deal in general merchandise have 
long included footwear in their operations, which were 
for the most part related to the shoe departments of 
department and specialty stores. Within the past year 
a number of prominent retail shoe firms in widely 
scattered sections of the country have associated with 
one another to form a group whose purpose, we are 
informed, is not so much to pool their purchasing as 
to uncover new footwear and accessory items, make 
contacts with resources, gather fashion and market 
information and promote direct interchange of ideas 


between members. 


NONE of these various efforts of merchants to act 
collectively to share information and to co-operate 
along various lines have, so far as the REcoRDER has 
observed, proved detrimental to the progress of nation- 
ally advertised brands of shoes, many of which have 
made impressive gains side by side with the growth of 
co-operative buying efforts. Neither is there anything 
inherently antagonistic between the two concepts of 
merchandising. As we have already suggested, the 
independent shoe merchants of this country are not 
likely to be regimented into standard methods of pro- 
cedure. But there are indications, nevertheless, that a 
growing number of them are coming to the conclusion, 
already reached by many, that the store that tries to 
operate entirely “on its own,” as a completely isolated 
unit, will find itself at a serious competitive disad- 
vantage. 

Chain store groups and department stores have long 
enjoyed ‘certain advantages through their access to 
market and fashion information, and through the better 
facilities they possess for development of effective ad- 
vertising, merchandise display and sales promotion. 
The rank and file of independent shoe stores, and par- 
ticularly those of average size and less, must and will 
discover ways and means to improve their position with 

[TURN TO PAGE 77, PLEASE] 
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| F advance estimates are correct, and there is every reason to believe they are, approximately 3000 shoe- 


men—merchants, manufacturers,, wholesalers and salesmen—will gather in Boston on April 7 for the 
opening of the New England Shoe Market Week—the second to be held by the New England Shoe and 
Leather Association since the end of the war. As a prevue of styles which will not reach the public before 


early Fall, it is certain to attract national attention. Buyers from practically every state, as well as from 


Canada, Mexico and Cuba, already: have signified their intention of being in Boston at that time and orders 


placed will be limited only by materials and labor available to the manufacturer. 


While the majority of the displays will be at the Hotel 
Statler, manufacturers unable to secure accommodations 
there will be found at the Hotel Touraine and the Copley- 
Plaza. All exhibitors will be easy to find, since the asso- 
ciation, as in years past, plans to publish a directory in 
which all exhibitors will have two listings—one in the 
alphabetical section and another in the hotel section. In 
this directory, also, will 
appear the names and ad- 
dresses of manufacturer- 
members of the associa- 
tion who have Boston 
sales offices — at all of 
which open house will be 
the rule throughout the 
week. For the first time 
since the end of the war, 
furthermore, there will be 
a door card for each hotel 
exhibitor, giving the name 
of the company and list- 
ing the representatives in 
charge of the room. 

Not connected with the 


association activities, but nevertheless an unofficial part 
of the five-day gathering, will be the Parker House show 
at which the exhibits will be in charge of members of the 
Boston Shoe Travelers’ Association, an organization 
whose members cover the New England territory for many 
well-known companies and which numbers among its as- 
sociate members about 400 New England retailers who 
are to be the travelers’ guests at a dinner to be held at the 
Parker House on the evening of April 10. 

On that same evening, the 210 Associates, also com- 
posed of shoe travelers, will have an elaborate banquet 
and entertainment in the Imperial Ballroom of the Hotel 
Statler. 

By far the most important event of the week, however, 
at least from the viewpoint of the serious buyer, will be 
the “Shoe Fashion Revue” to be staged April 8 by the 
New England Shoe and Leather Association. Unlike the 
fashion show which was a feature of NESLA’s Victory 
Market Week, and which was held following an after- 
noon luncheon, this show will be an evening affair, fol- 
lowing a banquet in the Statler ballroom. The revue, 
mixed with professional entertainment, will feature all 
types of shoes for which New England has become 


famous. 
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New England Shoe Market Committee: Seated (left to right)—Frank S. Shapiro, Chairman T. Kenyon Holly, 
Honorary Chairman H. O. Rondeau, Abe W. Berkowitz, Jack Sandler. i 





“Manager Maxwell 


Field, Paul S. Rasmussen, Manny Sulkis, John S. Kent, Mark A. Edison, N. P. Lyons. 


In general charge of this style show is Jack Sandler. 
Assisting him are: Louis H. Salvage, who is responsible 
for the women’s dress shoes; H. O. Rondeau, women’s 
casual footwear; Paul O. MacBride, men’s styles; and 
Charles L. Slosberg, expert on children’s and junior 
shoes. This committee has selected and has had made up 
a wide array of basic as well as new Fall shoes, related 
to staple and new Fall apparel for men, women and chil- 
dren. The work of supervising their presentation to the 
more than 1000 trade members expected in the ballroom 
on that evening, devolves, as it did last November, on 
Miss Adelaide Hawley, NBC radio fashion commentator 
and MGM newsreel fashion editor. The entertainment 
portion of the program, to be woven into the actual style 
presentation, is in the hands of Abner J. Greshler. Lead- 
ing New York garment designers are collaborating by 
designing and making the costumes for the run-way 
models, 


ment is described by Maxwell Field, who, in his capacity 
as executive vice-president of NESLA, is also manager. 


“The entire mezzanine floor of the Statler,” said Mr. 
Field recently, “is devoted to firms in the allied trades, 
selling all kinds of shoe materials and machinery to shoe 
manufacturers. The fourth floor, immediately above, is 
reserved exclusively for men’s shoe manufacturers. The 
fifth and sixth floors are filled with women’s shoe manu- 
facturers from every important shoe center in the country. 
The great majority of New England manufacturers of 
women’s novelty and playshoes, selling the chain, jobber 
and mail order trade and who do not have Boston sales 
offices, are concentrated in this hotel. In addition to these 
will be many other manufacturers, from New York, 
New Jersey, Pennsylvania, Ohio 
and Missouri, who produce chil- 

[TURN TO PAGE 168, PLEASE] 





Visiting buyers will find 
that the show manage- 


NEW ENGLAND'S PLACE IN THE SHOE WORLD 










ment has made it as easy 
as possible to find quick- 
ly the types of exhibits in 
which they are most in- 
terested. In addition to 
the directory previously 
mentioned, the arrange- 
ment of exhibitors’ rooms 
is excellent. This arrange- 





by MAXWELL FIELD 
. Executive vice-president, 
New England Shoe and 
Leather Association 






New England is the na- 
tion's leading shoe center 
—producing 35 per cent 
of all the shoes made in 


the United States. 


New England produces 40 
per cent of all the women's 
shoes made in the United 
States and 50 per cent of 
the men's. 


New England is the most 
important market for 
men's quality shoes in the 
higher price brackets. 
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t's Fabrics in Footwear for Forty Six. 
Fabrics mean color — color means opportunity for the pace-setting stylist. We're proud indeed to be 


vty known as the “color house of America” in the shoe fabric field. It's a reputation we've earned by 
— made possible by the superior facilities at our command and our constant alertness to 


the trends of fashion. 
Send for color swatches in the leading fabrics of today. 
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List of 


EXHIBITORS 


{As of March 15) 
HOTEL STATLER 


No. 
Accurate Shoe Corp. . 656 
Acme Footwear Co. ................... 513 
Air-Flight Shoe Co., Inc. ............ 538 
Air-Kushin Shoes, inc. i ee 648 
Alburton Co., Inc. wee Room, Booth 25 
Aldrich Shoes Gel 534 
Allen Shoe Co., Inc. ee 
Alrose Shoe Co. ...... ee .. 507 
Alvin Shoe Co. ............... 546 
American Gentleman Division, 
Craddock-Terry Shoe Corp. a 
American Maid Footwear Co.. 576 
American Shoemaking. . Mezzanine, Booth 40 
Analite Fabrics Co... ... Mezzanine, Parlor E 
Avon Sole Co...Georgian Room, Booths | & 2 
Astor Shoe & Slipper Mfg. Co......... 599 
B & C Shoe Co. S . Semis aie Sa 
Badger Glove & Slipper Co. RES We 7 594 
Baer Shoe Co., Julius ................. 511 
Banner Slipper Co., Inc. ......... ..619 
Boranee Footwear Co. ...... eee 
tk a es See 646 


Bay State Fabrics, Inc. 

Georgian Room, Booth 3 
Beacon Rubber Co., Inc. 

Georgian Room, Booth 27 
Beebe Brothers Rubber Co. 

Georgian Room, Booth 22 


Beford Shoe, Inc., A. J. ......... . 536 
Behn Shoe Co., A. G. .......... 58! 
Belle-Craft Slipper Corp. ..............543 
Belmont Footwear, Inc. .......... 613 
meme auee Ge... 2... . deaths tn bss 545 
Beta Footwear Co. ............... ...624 
Billig Shoe Co., mae: ras 
Bing, Raphael. . Georgian Room, Booth 32 
Bing-Cooper, ee gi ie ea to, he 629 
Blair & Ross, Inc. ...... » och « asf a 
Blum Shoe Mfg. Co. .... 636 
Boot and Shoe Recorder, Mezzanine, Booth 35 
Boyertown Shoe Corp. ................. 621 
Bk ee ee ee 530 
Bradmore Footwear Co., Inc. ...........611 
Brav, Victor ..... 7 | 
Bristol Casual Footwear Corp. .. 609 
Bristol Fabrics Corp. 

Bristol Mfg. Corp. ............ .. 569 
Burg Co., A. S. 

Georgian Room, Booths 18 and 19 
Cambridge Rubber Co. ......... ... 436 
Carla Shoe Mfg. Co. os a 
Carroll Shoe Co. . . hs «os 
Geeenee, ee. .... .. Oe a ceee .. 568 
Charing Cross Shoes Lid. .............. 631 


Cinderella Footwear, Inc. 

Clover Leaf Novelty Co., Mezzanine, Booth 34 
Comfort Slipper Corp. ................. 527 
Compo Shoe Machinery Corp. 


* Mezzanine, Parlor F 
Connolly Shoe Co., 566 


Conrad Shoe Co. Ly: goat aie Oe 
Consolidated Slipper. Corp. Sided eae 596 
Cooper Mfg. Co., S. . oe 
Corbin, B. A., & Son Co. 


No, 
Cornelia Footwear Mfg. Co. 657 
Cortell Shoe Co. ........... 510 
Creative Footwear .....Mezzanine, Booth 37 
Cross-Country Casuals, Inc. 579 
Crystal Shoe Mfg. Co. . 539 
Curtis Shoe Co., Inc. . 402 


Danbury Rubber Co. 
Georgian Room, Booth 26 


David Shoe Co., Inc. 520 
DeHaan Co., The .... 435 
Desco Shoe Corp. ... 606 
Dianafix Co. .... 548 
Dine Shoe Corp. ... 578 
Dorel Shoe Co. ...... 575 
Douglas Shoe Co. ... 419 
Drexsage Co., L.........Mezzanine, Parlor C 
Duane St. Work Shoe Co., Inc. 442 
Empire Shoe Mfg. Co. .... . .622 
Englewood Shoe Mfg. Co. 544 
Epstein, Eddie ... ... .. 636 
Evelyn Shoe Co. ....... 519 
Evy Footwear Co. ... 618 
Falcon Shoe Mfg. Co. .... 44 
Fein & Glass, Inc. ..... ; ..517 
Fields Shoe Co., Inc., Martin w . 615 
SONS Sarre 559 
Fleecy Manufacturing Co. ...... 505 
Fcot-Kind Shoe Co. ............ ; 649 
Foote Shoe Co., The John........ 407 
Footwear News...... Mezzanine, Booths 38-39 
Formfitting Slipper Co. 627 
SS 2 SS ree iy 
Francine Shoe Co. ..... : ... 586 
Frederick-Speier Footwear, tnt 614 
Freedman & Sons, Inc., A. 413 


Freeman, Inc., Gilbert 
Georgian Room, Booth 14 


Fuchs Shoe Corp. 604 
Ga-By Shoe Mfg. Corp. .............. 651 
Gem Novelty Mfg. Co.. .Mezzanine, Booth 45 
ee SP error 641 
Gerda Footwear Co. ............ 582 
OES! 5 cy caclv'cbcs seem cen 529 
Givren Shoe Co., E. J. ........... ..418 
Goldberg & Co., Inc., S. ..... 598 
Goldsmith Bros... ... Georgian | Room, Booth 4 
Good-Will Slipper, Inc. ..... . 531 
SD SIN ho oc 00 800 cowsess oa Nua 514 
Grace Slipper Co., Inc. ........... 617 
Great Northern Shoe Co. ........ .400 
Grossman Shoe Co., Inc., The.......... .653 
Grosvenor Shoe Co., C. A. 439 
Halroy Shoe Co., Ine. 

Hannahsons Shoe Co. 562 
Hartman Shoe Mfg. Co. .............. 561 
Harwood Shoe Co., Inc. ........ oe 
Heilbrunn & Sons, J. ................... 626 


Hide and Leather and Shoes 
Mezzanine, Booth 44 


Hi-Grade Footwear Corp. .............574 
Hobby Footwear, Inc. ............ .. 642 
Holmes Stickney & Walker, Inc. .... ....50! 
Horn & Short Shoe Co. ne 
Horwitz Co., Inc., Vincent. . CAS eh wa Se ee 572 
Howard Footwear Gedeweercs coe euan 633 


Inter-Allied Slipper Co. ......5......... 512 





















Shoe Fashion Revue 










followed by 










No. 
international Fabric Corp. 
Georgian Room, Booths 20 and 2! 
International Shoe Machinery Corp. 
Mezzanine, Parlor D 


Jalmo Shoe Co. . ; 593 
Janice Shoe Co. .... aoe 541 
Jay Shoe Mfg. Co. ... s+ «wa 
Joy Shoemakers, Inc. . 634 
Katz & Sons, Inc., Morris... . 526 
Kepner-Scott Shoe Co., The 655 
Kickerinos ...... 612 
Kingston Bows Georgian Room, Booth 30 


Kleinert Rubber Co., |. B. (Shoe Division) 528 
Knomark Mfg. 'Co.. Georgian Room, Booth 33 


Kozy Footwear Co. .. 647 
L & G Footwear Corp. ...... 619 
Langerman Shoe Co. 547-549 


Lederer Industries, Inc., The 

Mezzanine, Booth 46 
Lester Pincus Shoe Corp. Sain 
Lewis, Inc., Dan... ..Georgian Room, Booth 7 
Lincoln Fabric Co...Georgian Room, Booth 13 


i ew paeoae 563 
Little Folks Feetweer Co., ‘Inc. = 
Longini Shoe Mfg. Co., The 

tushan Co., The.......... Parlor A, Booth 54 54 


Lynn Moccasin & Shoe Mfg. Co. .... 


M & F Shoe Co., Inc. ...... B3 





PROGRAM 


_ SUNDAY MORNING—APRIL 7— 
__ Registration of buyers at Hotel Statler 


MONDAY EVENING—APRIL 8— 
Banquet in Imperial Ballroom, Hotel Statler, followed by 
_ WEDNESDAY AFTERNOON—APRIL 10— 
Meeting of Popular Price Shoe Retailers Association 
WEDNESDAY EVENING—APRIL 10— 
Banquet of 210 Associates, Imperial Ballroom, Hotel Statler, 
entertainment 


‘THURSDAY AFTERNOON—APRIL 11— 
New England Shoe Market Week closes 


LIST OF EXHIBITORS 


No. 
Maidwell Shoe Co. ....... ate .. 639 
Maine Shoes .. 565 


Majestic Fabrics, Inc. 
Georgian Room, Booth 29 


Manning-Gibbs Shoe Co. 537 
Marilyn Sandal Corp. 516 
May Company, Inc., The, of Paterson... 644 
Medwed Footwear Co. 580 
Melrose Sandal Co. .. 592 
Melrose — Co. 590 
Meltzer, A. .. 525 
Merit Sandal Co. 509 
Metro-Craft Shoe Co. . 403 
Milford Shoe Co. . 414 
Miller-Hermer, Inc. Copley Plaza, 115-117 
Milton Shoes, Inc. .. 564 
Model Footwear Co., Inc. 524 
Monarch Shoe Co., Inc. 560 
Moose River Shoe Co., Inc. 577 
Murray Shoe Co. . 546 
Myers & Sons, Inc., D. 630 


National Shoe Co. [Division of Craddock- 
Terry Shoe Corp.) 


Nevelty Slipper Co., Inc. * 607 
Ornsteen Shoe Co. .. 589 
Peckard Co., M. A. 416 


[TURN TO PAGE 112, PLEASE] 
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distinctively’ different 
footwear for women 
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Here are surprising new developments in the construction of 
exclusively designed casuals . . . that every alert retailer of 
shoes should certainly see. This new SAMAC PROCESS... 
(U. S. Patent 2393540) ... produces a suppleness that exceeds 
any form of flexibility ever achieved in shoe-making. 

Every pair of these Cathy Casuals is hand-sewed . . . no cement- 

* ing ... no metal inner-construction . . . with single sole insets. 
This new and revolutionary process ... has been placedina ~ 
most outstanding series of casuals . . . that should be seen at 
the very earliest moment. Now in production for early autumn 


delivery. 


designed and created by 


THE NEVELK COMPANY 


CO-ORDINATED WITH THE HALLOWELL SHOE COMPANY, HALLOWELL, MAINE 
BOSTON OFFICE... 210 LINCOLN STREET 
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| pair of our shoes re- 


quires long extra hours of unhurried, 






skilled craftsmanship. The choice leath- 






ers we use are not always available. The 






demand for our styles is greater than ever 


before. 





y ee are the reasons why 


we cannot always ship you all of the 






models in all of the sizes you ask. We 






are, however, making sure that you re- 






ceive your fair share of all the shoes we 


AT ag ae 





can make. 












Daring this temporary emer- 


gency, your understanding and splen- 






did co-operation has been a big help. 
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BOSTON SALES ROOM 


FACTORY AND EXECUTIVE 
OFFICES 


63 Melcher St. 
Boston, Mass. 















Western Salesroom Pacific Coast Salesroom 
108 So. Michigan Ave., Chicago, Ill 410 W. 6th St., Los Angeles, Cal. 
“Red” Dennis, Mgr. "‘Jack"’ Farrington, Mgr. 








FRENCH, SHRINER & URNER 
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unsurpassed 


Jungle Spice ick a white snakeskin), 
‘platform 34” high and a heel 
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Sharing the Shoe “Know-How” 


[CONTINUED FROM PAGE 60] 


regard to these vitally important essentials of modern 
retail operation. 

Some of these stores may join co-operative merchan- 
dising and buying groups. Others will strive to improve 
their own methods and to obtain increased merchandis- 
ing efficiency by strengthening their own organizations. 
Many will look to the trade associations, national, state 
and local, for a broader view of current problems,and 
how to deal with them. The interest which public and 
private school systems and the extension departments 
of colleges and universities are taking in retail problems 
and practical retail education suggests a means by 
which tomorrow’s shoe merchants can add to their 
store of retail knowledge and increase their practical 
efficiency. Last but not least, we are confident that the 
trade press will continue to play its full part in helping to 
keep merchants, large and small, abreast of the times 
and of what’s happening in the shoe world. 


But regardless of the use that will be made of all of | 
these facilities for sharing the “know how,” of modern | 
retail shoe merchandising, it seems to us unlikely that | 


any considerable number of shoe merchants will be 
inclined to ferego the advantages they have found 


through experience to lie in a close working tie-up | 


with a successful manufacturer, making a known line 
of shoes of recognized worth, identified through a 
recognized brand name or trade mark. Such manu- 
facturers make it a practice to co-operate with mer- 
chants in many of the activities where they stand most 
in need of help. They not only advertise the brand to 
trade and public, but they supply advertising helps, 
display and promotional material to stores to help move 
the merchandise off their shelves. Some of them carry 
on elaborate sales training and merchandising services. 


They give the retailers the advantage of their advice | 


and counsel, and it is doubtless because they not only 
provide good shoes but likewise assist the stores in 
selling them, that the present trend, in the shoe business 
at least, is toward even greater co-operation between 
manufacturer and merchant. 


Style Shows for Employees 


New Orveans, La.—To coordinate style merchandise 
selling in all of the store’s women’s, children’s and men’s 
wear departments, a series of regular style shows for store 
personnel only is being held by the Leon Godchaux’s Cloth- 
ing Co., Ltd., here. 

Selling employees in the bags, accessories, millinery, 
neckwear, ready-to-wear, cosmetics, men’s clothing and fur- 
nishings, and children’s wear departments attend the 
shows. In addition to coordinating style selling, and ac- 
quainting sales employees of each department with the 
merchandise sold in related departments, the shows serve 
to acquaint the sales employees with the overall style pic- 


ture of the year, thus helping them render better service | 


to the customer and to sell more merchandise. 
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“High Sierra 1” illustrated is handcrafted by Thomasetti Shoe Company, 
Sedalia, Missouri. St Louis offices: 1327-28 Syndicate Trust Building 
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MATERIAL ves STY I, 


| discussion of the new Fall lines of St. Louis manufacturers 
must of necessity take into account the most acute shortage of 
leathers ever experienced in the market. Lack of materials has con- 
ditioned every phase of the industry, has conditioned the very 
thinking of manufacturers to a point never dreamed of before the 
war. Selling a shoe today is unimportant . . . it sells itself by the 
mere fact that it is something to put on the foot. 

The industry itself is no longer a combination of competing 
markets, of competing firms within these markets. Each manv- 
facturer has more potential customers than he can handle within 
his production capacity, more style ideas than he can possibly make. 
So his natural tendency is to limit these styles to 
the kinds and types of materials available. 

[TURN TO PAGE 93, PLEASE] 


Left, below: Trend to replace nailheads by 

contrasting underlay on platform; by Rice- 

O'Neill. Right, below: Covered up look in 

double T-strap effect and knotted vamp, by 

Johansen. Right: Dramatic simplicity in 

open shank sling, wide toe opening. by 
Queen Quality. 





hoor ee 


St. Louis manufacturers are up against the greatest 
material problem since the beginning of the war. So acute is the leather 
shortage that it has forced many to limit high-style production in favor 
of maximum volume. They are doing their utmost to supply their mer- 
chants with as many shoes as is productively possibly, shoes that main- 
tain their usual standard of quality. For the most part, therefore, con- 

centration on classic lines has been necessary; but despite 
limitations, they have done amazingly well in giving 
new life to basic patterns, and reflecting newest trends. 
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Upper left: Perforations and peaked 
throat line for flattering sling pump; by 
Tweedie. Upper right: Nailhead trim on 
bow and platform, for this Fall at least. 
is thought of Bovd-Welsh. Right: Step- 
in sandal with strap goring and high 
platform by Bourbeuse. Below: Perfs on 
low-heeled sling for young look: by 
Paramount. Lower left: Glamour in 24/8 
wedged sandal with multi-colored strip- 
ping; by Valley. Lower right: Draped. 
high-riding vamp on 8/8 heeled sandal 
meets demand for more high-style on 
low heels; by Hamilton, Scheu & Walsh. 


By BETH HOLLINGER 





What makes Rhythm Step customers life-time 
buyers... and puts a silver lining in your pockets? 


It’s that “walking on clouds” feeling that a custom- 
er gets when she takes three steps in these smartly 
styled shoes and discovers how invisible Rhythm 
Treads gently cushion the foot at three strain 
points. 
Yes, this is the plus that puts a plus in 
your profits—the exclusive Rhythm 
Step feature that makes sales easier 


and repeat sales a sure thing. : 








icst Showing 


RHYTHM STEP 
STYLES 
for <All 46 





ST. LOUIS .. . Hotel Statler 
Week of March 31st 


NEW YORK .. . Marbridge Bldg. 
Suite 616-620 
Week of March 31st 


JOHNSON, STEPHENS & SHINKLE SHOE COMPANY ST. LOUIS, MISSOURI 
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JULIAN SAMUELS, 
President 
St. Louis Shoe Manufacturers’ 
Association, 
sponsors of the showing. 


Nt. Louis 





Stages Fall Footwear Fashion Opening 


THE first seasonal opening following World War II to 
be officially sponsored by the St. Louis Shoe Manufac- 
turers’ Association is being held in St. Louis, March 31st 
through April 3rd, 1946. These events had their incep- 
tion in New York in 1940, but were interrupted by war- 
time conditions, and many a merchant was forced to de- 
pend upon his sectional shoe show for a first look at the 
new lines. But this year St. Louis once more resumes 
its seasonal opening under the full sponsorship of the 
Manufacturers’ Association, and once more St. Louis 
captures the spotlight of footwear fashions. 

This event marks a resumption of the alert and aggres- 
sive styling that has characterized St. Louis lines for the 
past quarter century. Though material shortages for the 
current season have forced manufacturers to adjust 
their styling to whatever is available with which to 
make shoes, nevertheless, the “creative genius” of some 
of St. Louis’ leading stylists has hatched many new and 
interesting creations for Fall. 

The fact that St. Louis is formally introducing its Fall 
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lines at a sponsored opening might cause some mer- 
chants to conclude that the manufacturers here have un- 
covered some heretofore unknown source of materials 
and somehow have been able to set up plans to meet 
better the current all-time high demand for shoes during 
the coming months. That is decidedly not the picture 
as of today. The immediate outlook gives little or no 
promise of improvement as the production of Fall shoes 
gets under way. At the same time, however, manufac- 
turers in St. Louis are shaping all of their thinking and 
planning in one direction—that is, to get out as many 
pairs each month as is humanly possible. Pairage is 
the chief consideration, for it is well recognized that 
dealer inventories of quality footwear are lower today 
than at any time since 1941. 

Meanwhile interest on the part of retail merchants 
was never greater than this season and all indications 
point to a record attendance of buyers for the opening 
of Fall lines. 
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The last few years have seen the shoes that carries a child right from 
highest annual birth rate in history. the crib through his pre-school days. 
Since Pearl Harbor, 1014 million Trimfoot Baby Deer and Pre- 
babies have been born, and the de- ~ School Shoes will do just that—and 
cline from this peak is expected to when you carry the Trimfoot Line, 
be slow. you get the added “‘first sale” advan- 
To you, a shoe dealer, that means tage of Baby Deer KICKERS—the 
a huge baby market in your crib shoe in the gift package that has 
community that you proved its ability to make first sales, 
can hold only if and is nationally advertised to 
you offer a com- mothers 60,000,000 times each year 
i in consumer magazines. See about 
adding the Trimfoot line to your 

shoe department today. 


e FARMINGTON MISSOURI 
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je young appeal... 


fresh from the pages of Glamour, Mademoiselle, Junior Bazaar 


GLAMOUR 
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SOLD AT BETTER STORES EVERYWHERE BOURBEUSE SHOE COMPANY UNION «+ MISSOURI 
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MATERIAL vet STYLE 


Left: For the “perky” walking shoe, 

brown calf pump with extension sole; 

DeLiso Debs by Samuels. Below: 

Asymmetric strap line makes for 

dress or sport shoe; a Modern-Aire 
by Peters. 




















Despite limitations, St. Louis manufacturers have done amazingly well 
in giving new life to basic patterns and in keeping up-to-date with the 
very latest fashion trends. Their potentialities, when shortages are 
past, are great, as accompanying sketches of new Fall shoes will indicate 


Left: “Chic” is the word for this low- 
heeled sling from the new Mode-Art 
Junior line by Moulton-Bartley. 
Right: Brown suede highlighted by 
alligator tongue and heel; by Brauer 
Bros. Below: White stitching on over- 
lapping tongue, vamp and extension 
sole; by Wolff-Tober. Unlined calf 
adaptable for the smart, flattie sport 
shoe; by Roberts, Johnson & Rand. 


[CONTINUED FROM PAGE 84] 

The constant refrain throughout the St. Louis 
market is that this Fall may have to be a “gabardine 
season.” With only few exceptions, every manu- 
facturer is including gabardine shoes in his new 
lines. He doesn’t like to do so any more than re- 
tailers or consumers like to buy these shoes that 
have the stigma of wartime rationing. But there 
is no backing away from the situation. 

Gabardine, or whatever other cloth substitutes 
are available, may seem a necessary evil at first, 
but a glance at the styling potentials of the material 
may help to diminish antagonism toward it. The 
RECORDER will devote an entire story to gabardine 
shoes in a later issue to show how manufacturers 
are giving them more fashion appeal to attract the 
consumer. In many cases, they are saving what 
little patent, reptile, or colored leathers they have 
for these cloth shoes, putting many of their high- 
style ideas in them and using the popular leathers 
for more classic types of shoes. 

A résumé of the coming trends for this Fall 
season and for the coming year as seen by St. Louis 
stylists include such major developments as more 
and higher platforms; more closed-up shoes; more 
high styling on low heels; less ornamentation in 

[TURN TO PAGE 116, PLEASE] 








Like “Sterling” on silver, Genco is the mark of superb quality in 
heels for casual footwear. Its famous shock-absorbing feature actu- 
ally doubles the wear of a shoe and provides unusual comfort. 


Though used only in top quality lines where extra wear and special 
refinements are essential, nevertheless over 18,000,000 pairs have been 
produced. You'll find Genco heels in lines made by Fortune, Free- 
man, several divisions of International, Jarman, Joyce and Samuels 
—Yes, for the industry’s top quality heel, it’s Genco—the exclusive 


heel for exclusive shoes. 


Not a wood heel—not a rubber heel—not a cork heel—but a wood- 
fibrous heel (patented), it’s Genco—the heel with a bounce. 


This shoe carries a 
Genco wedge heel. The 
wearer will like it be- 
cause Genco makes 
walking a pleasure. 





GENERAL BOARDS COMPANY + 3307 NORTH BROADWAY + ST. LOUIS 7, MISSOURI 
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Quality shoes. OF equal importance is the fine 
balance of the Queen Quality line. In Queen — 
Quality dealers find a full range of types 

and styles from inspired high style patterns 
to smart, volume building basics ... 
all at one popular price. 
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Greet Spring 
in these 


bright shoes’ 
young as 


the season! .. . 4695 





CARMO SHOE MFG. CO. 
Saint Louis New York - Los Angeles 
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Mademoiselle, Glamour, Charm, Junior Bazaar and Sevent 

















Don’t miss this new line at the shoe shows...in 
Saint Louis at Hotel Statler, March 30 through April 4, — 
in New York at Hotel McAlpin, April 1 through April 4. 
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SELL 
Your Surplus Quality Shoes 

















to M. K. Weil Shoe Co. 
Our firm has a background of 


more than 15 years of fair dealing 

















and integrity in the buying - 








and selling of quality shoes. 








Because it is our policy to pay 








fair prices, we are in a position to 








offer more attractive inducements 








to retailers and manufacturers 





when we buy .. . and better-selling styles 








to our retail customers when we sell. 





From our own stocks we offer 








for sale more than 500 styles in 











quality shoes for men, women and 





children. We buy lots large or small. 








Correspondence invited. 














References: 
Any St. Louis 
Shoe Manufacturer 




















or Dun and Bradstreet. 


























M. K. WEIL SHOE CO. 


1215 Washington Ave. 
St. Louis 3, Mo. 


While in Town... See Weil 






































The Role of the Retailer 


in a Peace Economy 


[CONTINUED FROM PAGE 55] 


our economy now. We may as well realize that the impor. 
tance of the retailer’s function is not fully appreciated in the 
governmental regulating agencies. I sat in on the discussions 
in Washington of many of the problems that beset the shoe 
industry in adjusting to the war. Importance of its product, 
both for military and civilian usage, rated it a key indus- 
try; and I am proud of the amount of self-regulation that 
made possible this industry’s excellent war record. All 
really important problems were worked out with committees 
comprised of both manufacturers and retailers. Two weeks 
ago the Society of American Florists honored the shoe in- 
dustry with its “Industry Award of Merit” for service dur- 
ing the wartime period and its program of reconversion for 
peacetime. This is the second such award made, the first 
being to the Association of American Railroads. 

Because of my connections, my remarks about govern- 
ment regulations will be based largely on their application 
to the shoe industry. Most of the War Production Board 
regulations have been removed as no longer necessary and 
those still remaining are largely academic. Shoe rationing 
was removed by OPA on the assumption that production 
would soon be adequate to demand, but price control has 
been maintained as essential to prevention or control of 
inflation. During the war, with rationing in effect, price 
ceilings were necessary. Had wage. controls on government 
jobs or contracts been comparable to those placed on 
cvilian enterprise, the degree of success in controlling in- 
flation claimed by OPA now might well be justified. Our 
government has just now belatedly recognized the close 
affinity between prices and wages. 

Retailers are probably more aware than any other type 
of business man of the dangers of inflation. The forces 
making for inflation are too fundamental and too well rec- 
ognized to require any discussion here. Full credit should 
be given for the yeoman service rendered by Price Control 
vp to a certain point, and the only object of this discussion 
is the examination of its future bearing on the progress of 
Reconversion. I am not one of those who would at this 
moment junk all price control, but have felt all along that 
it should be modified in relation to its effect on production. 
Undoubtedly the removal of all control would immediately 
stimulate production, but there would surely be a period 
of wild price advances before competition, backed by ade- 
quate supply, could get the situation in hand. Such re- 
sults could be disastrous, for while inflation is definitely 
with us in a big way, a degree of control that does not too 
much hamper production should help to bridge over that 
period before supply equals demand. If, however, a modi- 
fication of the hold-the-line policy to break production 
bottle-necks does not prove to be adequate then a complete 
abandonment of all price control would be the lesser evil. 
The reaction will be less violent than will surely result 
from restrictions too long continued. 

Since 1939 the retail price index has increased over 40 
percent. Shoes have contributed very little to the price 
increase because the principal producers have lived up to 
the spirit as well as the letter of the pricing regulations, 
with resulting poor profit showing on their operations. The 
price increases have not affected the over-all index very 
much because they are mostly confined to smaller volume 
producers who by one justification or another have ad- 
vanced prices. The hidden inflation is in the deterioration 
[TURN TO PAGE 110, PLEASE] 
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The mark of reliability in mexican footwear 
imported by ®@ 








STAR SHOE FROM MEXICO... 








A complete line 
on display 
ROOM 604 
Hotel Statler 


BOSTON SHOE FAIR 


April 7-11—1946 
























Weigert - Dagen Shoe Co. 


503 No. 12th BLVD. 
ST. LOUIS, MO. 


Fuchs Shoe Corp. 


47 WEST 34th ST. 
NEW YORK, N. Y. 






yjttle 


IN STOCK NOW 
No. 20 


White Felt—100% Wool. Blue rib- 
bon lacing. Sizes 0 to 3. Price 75c 
pair. Packed as No. 222. 

No. 30 
Same as No. 20— 


Intermediate. 
Grey glove split 
soles. Sizes 0 to 3. 
Very special at 
$1.00 pair. Pack- 
ed 4/0; 8/1; 12/2 
12/3’s. 


CHESTER A. YARD CO. 


1709 LOCUST STREET 
ST. LOUIS 3, MO. 
TELEPHONE GARFIELD 3188 


Doggies 


; —so well made 
from such fine materials 
we ship them 


SUBJECT TO YOUR 
APPROVAL 


IN STOCK NOW 


No. 222 


High Grades 
Smooth Kid Soft e 
Soles. Perforated @ 
vamp. Leather ® 
stays and top, 
bands. Sizes 0 toe 
3. Price 95c pair. @ 
Packed 6/0; 12/1; ® 
12/2 and 6/3’s. 


but with pink 





Five Separate Shoe Shops 


[CONTINUED FROM PAGE 57] 


and worn by Powers and Conover mod- 
els for their Atlanta debut. 

The most important development, in 
the opinion of K. B. Passamaneck, divi- 
sion merchandise manager of shoes for 
Rich’s, is a Shop for Fine Shoes, to 
satisfy an ever-growing number of dis- 
criminating customers. This new de- 
partment is housed in an intimate, sep- 
arate salon decorated in mauve and 
pearl tones of leather, restfully fur- 
nished, setting the stage for well- 
groomed and knowing salespeople. 
Shoes ranging in price from $12:95 to 
$50 are sold here. 

The war was instrumental in creat- 
ing the demand for the second new de- 
partment—a Shop for Walking Shoes. 
Southern women, never as outdoorish 
as their Northern and Eastern sisters, 
developed the walking habit as a ne- 
cessity during gasoline rationing, and 
now demand daytime shoes suitable for 
street wear. 

No heavy calf oxfords or utilitarian 
brogans will satisfy Southern taste, 
Mr. Passamaneck says, and he has pro- 
moted correct walking shoes in light, 
Southern-weight leather of lighter de- 
sign. 

A Sunshine Shop, decorated in blaz- 
ing sunbeam colors reflected against 
cool blue chairs, houses casual shoes. 
There is no top price to the casual 
shoes, nor is there a set age-group of 
buyers. 

A companion counter to this depart- 
ment displays bags, gloves, belts and 
every accessory coordinated to costumes 
for casual living, for Rich’s anticipate 
the day when proper shoes will be dis- 
played in close conjunction with the 
costumes they complement—fine shoes 
housed in the Specialty Shop—casual 
shoes in the sports department—-slip- 
pers and play shoes in the leisure cloth- 
ing departments. 

Youthful shoes, styled with a young, 
light feeling, bright in color and high- 
fashioned in gay, novelty leathers, will 
be sold in the Mademoiselle Shop, 
where college girls, career girls, young 
matrons, and even spirited elderly ma- 
trons call for footwear ranging in 
prices from $9.95 to $13.95. 

On one of the traffic corners in Rich’s 
busy floor of shops is the new Slipper 
Bar, trimmed daily to display the new- 
est indoor slippers. There is a never- 
ending rush for these slippers. Mules 
in gold and silver kid, woolly scuffs for 
cool days, naked throngs or light Sum- 
mery mesh—the demand changes every 
week with the weather. 

The California fad of wearing scuf- 
fies for street wear with sports clothes 
has had its first hint of acceptance in 
Atlanta, where college girls have 
threatened to give it a whirl with the 
first days of Spring. 

Each separate new shop is not 


merely a department in name, but it is 
an individual operation. Each has its 
own buyer and assistant buyer, its own 
inventory, its own promotions and 
sales projection methods. 

Miss Betty Smith, buyer of fine 
shoes, has spent her entire seven years 
of merchandising experience in Rich’s 
fine shoe department. Coleman Kimbro, 
who has devoted his merchandising 
career to concentrating on types of 
daytime shoes, stocks the walking shoe 
shop. Mrs. Ida Cleghorn, Rich-trained 
buyer of long experience, selects stock 
for the sixth division of the depart- 
ment, the Under Seven Dollar Shop. 

The staff of each shop is trained by 
fashion meetings and continuous educa- 
tional programs to sell their own shoes 
as a specialty. The Sunshine Shop, for 
example, is staffed by young girls with 
a flare for wearing dashing costumes 
and the kind of shoes they sell. 

Three hostesses serve as floor mana- 
gers, meeting and escorting each cus- 
tomer to the shop of her choice and su- 
pervising the continuity of service to 
insure fairness. One woman devotes 
her time to management of service, 
making adjustment on shoes in a pol- 
icy peculiar to Rich’s, which grows 
more effective and satisfactory each 
year. For at Rich’s, Mr. Passamaneck 
stresses, the customer IS always right. 
All adjustments are made entirely by 
the customer, in accordance with her 
wishes, 


Asks Extension on Date 
Of OPA Amendment 


New YorK—The Popular Price Shoe 
Retailers’ Association has wired OPA 
for a thirty day extension before com- 
plying with the recently announced 
amendment 2 to GRO 2 of MPR 580, 
according to Edward Atkins, executive 
secretary of the organization. 

The amendment calls for revision of 
chain store pricing methods. In an ef- 
fort to simplify the work of OPA, the 
chain’s central office has been directed 
to establish uniform prices on a single 
price chart to be used by the various 
units of the chain. Written notification 
in the form of an invoice or statement 
is to be sent to the outlet stores. In 
this way OPA checkers can verify the 
price at the outlet without having to 
visit both the central office and the 
outlet. 

“It is utterly impossible for the cen- 
tral headquarters of chain stores to 
comply with the amendment by March 
25,” the effective date, Mr. Atkins said. 
“An extension of at least thirty days 
is necessary if chains must send each 
store unit memoranda listing selling 
prices of every item in the inventory of 
each store.” 
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DEMAND UP IN ST. LOUIS 
STORES 


DEMAND for men’s, women’s and 
children’s shoes continues unabated 
in St. Louis, but sales volume shows 
only moderate increase due entirely, 
of course, to depleted inventories. 
Shipments are averaging three to four 
weeks late. Children’s footwear 
recorded the best gain, though spotty. 
In contrast to adults’ shoes, children’s 
stocks are reported about adequate, 
largely because of the late date of 
Easter this year. 

High style women’s wear is moving 
at a tremendous clip, a temporary 
trend toward lower price brackets hav- 
ing vanished in the face of short 
stocks. Once again money seems no 
object, and women buyers are not too 
critical of what they must take. There 
is still a strong preference for black 
patent and calfskin, especially in 21/8 
and 23/8 heel heights. Reds and 
greens are going well, but retailers 
find they are not acceptable to cus- 
tomers as substitutes for staple blacks 
and browns. Patent is rather more 
plentiful, and calf and suede is rated 
as extremely tight. 

Whites were scheduled to arrive in 
volume late in March for April pro- 
motion, and white suede is expected 
to be easier than white kid. Dealers 
are for the most part resigned to in- 
adequate shipments, but they feel that 
white fabrics will be in good supply 
and will meet with popular favor as a 
fill-in. 

Occasionally aggravating shortages 
are kick-backs from the 4.5 per cent 
that retailers must absorb. A few 
dealers say they have had to drop one 
or more lines entirely when the ruling 
caught them with a shoe that had been 
priced closely for experimental sale. 

In men’s styles the long-absent wing 
tips are in great favor, as are mocca- 
sins and strollers. A shipment of wing 
tips seldom lasts more than a week. 
Browns and natural tans are topping 
blacks, and two-tone combinations are 
picking up with the approach of 
Spring. With good quality, all-leather 
soles reappearing, the trend among 
customers seems to be for heavy soles 
for street wear. Discharged service- 
men continue to swell civilian demand, 
most of them taking a minimum of 
two pairs. 
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Best sellers in the children’s field 
are saddle oxfords. Strollers are fall- 
ing off except among growing girls. 
Light weight patent straps are in high 
favor and baby doll and Mary Jane 
types are good. Among boys the mili- 
tary sidestrap rates high. In infants’ 
shoes—sizes 5 to 8—the demand has 
changed sharply in recent months 


from high to low shoes. 
* * # 


MEN'S STOCKS LOW 
IN CHICAGO 


W HAT used to be called Easter busi- 
ness has been going on for months in 
Chicago, and today no buyer can state 
what style or price or color typifies 
the principal demand. As has been 
true these many months, “anything 
sells,” and demand for footwear is 
really tremendous in all price 
brackets. 

Men’s stocks are especially low 
everywhere. There is a tremendous 
dearth of merchandise. Partially re- 
sponsible is the fact that buyers, in 
their eagerness to have something new 
when style restrictions were lifted, 
turned in heavy orders for all the 
novelty touches they could get. In fill- 
ing these orders factories fell behind 
in production because the fancier 
styles require considerably more time 
in production. Thus one more ele- 
ment was added to the shortage of 
materials and the shortage of labor. 

In women’s footwear demand is 
heavy for patents and suede. The 
latter are seemingly only available in 
several of the shops and salons where 
high-fashion merchandise is empha- 
sized. Here, too, platforms are con- 
stantly featured, on simple styles, on 








Goldberg, Chicago, 


how rich, black swede 
show le s in an extremely 
thick platform with nailheads. 





play types and on dressy models, 
studded elaborately with gilt or color. 
Alligator-lizards are being shown in 
high colors as well as in staples, many 
priced above $20 which seems to be no 
deterrent to their selling. The all- 
over popularity of reptiles is to be 
noted in the fact that many stores fea- 
ture them successfully in imitation at 


popular prices. 
Patents whenever available are 
bought with alacrity, since other 


blacks are hard to get. Those women 
who had hoped they might get navy 
gabardines are doomed to disappoint- 
ment, for these are scarce as are blue 
leathers. 


* * # 


EASTER SHOES SELL 
IN NEW YORK 


| T’S an early Easter buying season in 
New York stores and departments. 
Requests for patent leather and colors 
have been numerous, but stocks on 
these are terribly low. So acute is the 
general shoe shortage here than gab- 
ardines are expected to re-enter the 
Spring selling picture. In colors, the 
big demand has been for reds, but 
what little is received is sold within 
a very short time. 

Platforms are the big fashion draw- 
ing cards, with and without nailheads. 
Though fashion forecasts for Fall in- 
dicate a decline in the popularity of 
nailheads, there still are numerous re- 
quests for them on Spring shoes. Rep- 
tiles promise to be fashionable Spring 
items, with one store reporting an ex- 
cellent response to an ad on their im- 
ported reptiles. 

Perhaps because of a warm, Spring- 
like spell, women have been asking 
for spectator shoes. Not all stores 
have received their shipments of spec- 
tators yet, but those that do have them 
express the fear that they will have 
sold out their quotas before the nor- 
mal spectator buying season arrives. 
Apparently the shortage of shoes has 
reached the consciousness of the con- 
sumer so that she is doing her shop- 
ping much earlier in order not to be 
deprived of a spectator shoe this year. 
Wide open sandals are still the thing 
for warm weather, but a definite trend 
toward a more closed shoe on a me- 
dium heel is noticed. 

In children’s shoes, Easter buying 
is even more noticeable than in 
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women’s. The greatest demand is for 
patent leather, but they are practically 
nil in the market. In most cases, what 
regular allotment of patents comes in 
is sold in less than a day. It’s an ex- 
ceptionally early season in children’s 
shoes in general, with many depart- 
ments reporting a large call for bare- 
foot sandals. Children’s buyers ex- 
pect a large play shoe season, and an 
early one, too. Price seems to be no 
object in buying shoes for children. 
The better the shoe, the greater the 
demand. Red shoes have proved ex- 
tremely popular, but they, too, are 
still quite scarce. ‘ 
In men’s stores, black calf has prac- 
tically disappeared from stocks. It is 
in greater demand than brown with 
ex-servicemen, who seem to want to 
get away from anything smacking of 
G.I. footwear. Business in men’s stores 
is reported “as good as there are shoes 





for.” More and more men have been 
making dual purchases, buying almost 
whatever fits, although wing tips are 
first preference. The fastest individual 
selling item reported by one depart- 
ment store is for men’s loafers, and in 
the same store, there have been sur- 
prisingly early requests for woven 


oxfords. 
* * * 


BALTIMORE STORES OFFER 
TEEN-AGE SHOES 


BALTIMORE retail shoe merchants 
and managers, alert to the national 
trend to spotlight teen-age fashions, 
have become teen-age minded in their 
own departments and stores. The re- 
sult is that high style and dignity of 
line are appearing in adolescent foot- 
wear. “Sloppy Joes” and the casual, 
loose-fitting knockabouts are grad- 
ually slipping into the back row. As 
the manager of one of Baltimore’s 
leading department store shoe sec- 
tions said, “The national trend has 
caught up with Baltimore. Shoe men 
realize this and are giving the adoles- 
cent high style. We are getting vol- 
ume teen-age trade especially for 
dressy occasion shoes. The plain pump 
and Shanks Mare pattern are selling 
very well.” 

The I. Miller Store on North 
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Newest exhibit in the style gallery 
of Hess, Baltimore, Md. — a snake 
trimmed sling pump in black or blue 
doeskin. 





Charles Street, has a special casual 
department for the growing girl and 
is pointing up play shoes with 10/8 
and 14/8 heels. In this department 
also are flat heeled pumps, moccasin 
types, Shanks Mares, ballerinas, and 
all are selling well. 

Merchants in Baltimore are pleased 
with volume sales generally, although 
they still claim deliveries are slow and 
not énough merchandise has been 
reaching them. 

Patents are zooming in sales, espe- 
cially with plastic patent bags to 
match. Gabardines, too, are going 
well, especially those with reptile and 
nailhead trimmings. In styles, sling 
pumps and platforms are going over 


rapidly. 
One North Charles Street store 
stocked up on navy calf walking 


pumps and pumps with cut-out ef- 
fects. White dressmaker touches were 
evident on the bows. The same store 
was practically sold out so far as 
brown calf pumps were concerned. 

Making its promotional bow were 
red kid and green kid shoes in low 
and high heel models at a West Lex- 
ington Street store. The manager said 
that very low heels and open-type 
shoes were going very well. 

Cherry Coke patent, in shoe and 
Lag combinations, again heralded 
Spring in a number of Baltimore shoe 
stores. Reptiles are moving well. 
Hahn’s are featuring a multicolored 
sandal in yellow, green, blue and red 


snakeskin in balanced design. 
- * +. 


CUSTOMERS MORE SELECTIVE 
IN DENVER 
SHOE store display windows in Den- 


ver give a rather cheerful picture of 
the shoe situation, despite the fact 


that very few men’s shoes are among 
those on display. Inside the stores 
there seem to be many boxes on the 
shelves, but that is where the pretty 
picture ends. 

Most shoe merchants are still sing- 
ing the blues. One man was far more 
enthusiastic than a few months ago. 
“Our stock of shoes is very good— 
better than it has been for about four 
years,” he reported. “And the quality 
is very good and is getting better. We 
are satisfying more customers than we 
ever have, and it looks like we will be 
able to go on doing so. Every new 
shipment of shoes looks better than 
the one before.” He admitted, how- 
ever, that the men’s shoe situation was 
still not all that it could be. 

Still another manager, in charge of 
a store selling women’s shoes only, had 
the same optimistic report. 

Sales in general are down a bit in 
Denver’s shoe stores, as in other stores, 
most managers report. They attribute 
this to the fact that people have just 
paid their taxes, are buying auto li- 
censes, etc. Many people, they also 
feel, are waiting for some new Spring 
lines to come in. 

With an increase in the amounts and 
styles of women’s shoes, most shoe 
stores reported a nfore careful buying 
of shoes on the part of women. They 
are looking for better quality, they are 


not taking just anything they can get. 
* * * 





SHOE STOCKS DWINDLE 
IN DETROIT 


S$ HOE business in the Detroit area 
has been at a good level for the past 
month—too good to suit most shoe 
men, who have watched their already 
scant stocks of shoes in nearly all de- 
partments dwindle still further. Cus- 
tomers have been coming into stores 
in modest droves, and many, if not the 
majority, have been turned away un- 
served because of lack of fit or suit- 
able models for their needs. 

Same situation prevails generally in 
clothing lines in most departments, 
and stocks are woefully short. In 
shoes, the situation has been partly 
covered by clever camouflage—the use 
of empty boxes to make the shelves of 
open stock stores and departments ap- 
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LOOK 
COLLIER’S Retailing at 
$685 ,. $985 
Some Styles Higher 
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$550 to $650 


..+ 4 great national magazines will carry CITY CLUB 
advertising into fall. It’s human advertising! It has “Big 
City” tone. It’s a natural for retail selling! Feature the 
distinctive Best Dressed Circle trade-mark everytime BD: 
you feature CITY CLUB SHOES. Gain both in sales 





and prestige! 


PETERS SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 
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pear reasonably filled. But such steps 
have not prevented the most drastic 
shortages the industry here has known 
all through the war years. 

Men’s shoes predominate in the 
shortage, because of the general re- 
turn of vast numbers of former ser- 
vicemen. Women’s shoes, while seri- 
ously short in preferred models, still 
are available if suitable alternate types 
of shoes are acceptable. 

Store advertising is again approach- 
ing normal, after last Fall’s near 
blackout, but is directed largely to- 
ward special type and prestige lines, 
which are unlikely to sell in sufficient 
volume to cause serious stock short- 
ages, as would standard lines. 

Style preferences have little mean- 
ing, shoe men agree, because cus- 
tomers are reluctantly obliged to take 
about whatever is available in a given 


$e BA gs 


size and price range. The outstanding 
note is a preference for patent leathers 
at this time. 

General upgrading of the unit of 
sale, with sales in higher price brack- 
ets than iidividual customer has 
been ac © is characteristic 
of stores ckground of steady 
trade has been*built up. Labor situa- 
tion in stores has eased up noticeably 
in the past few months, and the grave 
shortage of qualified shoe men is 
much modified from the earlier condi- 
tion. Major problem remains that 
of securing vastly increased stocks 
of merchandise for most stores—a 
condition for which a few far-sighted 
or aggressive buyers have found a par- 
tial solution, but one that the average 
store has been unable to do much 


about. 
* * * 


“GLITTER" SELLING IN 
MIAMI STORES 


SHOE fashions in Miami are definite- 
ly “light hearted.” And the theme 
“glitter” continues to dominate the 
picture through all grades. Buyers 
were satisfied to take anything that 
was attractive and good looking, and 
so there has been.plenty of activity in 
colors. Black has remained important 
all through the season, a most un- 
usual situation. Right now there is a 
slow pick-up in black patent and dark 


shoes, navy in particular, for visitors 
who are starting homeward. 

So far as multiple sales are con- 
cerned, they would be more frequent 
if the merchandise were available. As 
it is, a customer is likely to buy as 
many pairs of shoes as appeal to her. 

Burdine’s recently introduced a 
store-wide promotion on Flamingo—a 
new yellow-red tone. It was available 
in practically every line, including 
shoes and handbags. In these two de- 
partments the color was a sell-out. 
This store has also done well with 
reptiles, particularly a new “Butter- 
scotch” lizard pump.’ Another good 
shoe for this store was a hand painted 
suede pump. Of white or black suede, 
the sling back pump showed gay 
flowers across the vamp. It is all a 
part of the general picture calling for 
more and more glitter in shoes. 

Platforms are still high style, and 
the more ornamentation that can be 
worked onto the platform, the more 

pular the shoe. 

Beck has been showing a smart 
python, in “colors from Rio” at $6.99. 
I. Miller ties a wily knot of colorful 
snake on gleaming black patent, and 
the price is $19.95. Natural, beige or 
red snake is to be had on black patent, 
and fuchsia, red, green or natural on 
white suede. At Richards they are 
singing the “Spring Sandal Song” and 
offering smart sandals by Bally, 
trimmed in intricate hand-laced raffia, 
at $16.95. Milgrim has a very smart 
matching bag and sandal of multi- 
colored panama—white with multi- 
colored stitching. “Sky Hi” is what 
Ansonia, of Lincoln Road, calls an 
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Black patent leather in a bow trim- 
med pump and an open work sandal, 
with matching accessories, shown in 
Rochester, N. Y., by B. Forman Co. 


extremely high platform of fabric, 
heavily studded with nailheads. The 
toe and ankle strap is of braided 
thongs and the price, $11.98. At the 
Mary Jane Shop Haiti Hooffies priced 
at $8.75 has been a good number. The 
platform is three tiered—red, gold 
and sea green—and the woven straps 
are decorated with floral designs. Two- 
tone spectators are in the picture 
again, and a number of the better 


shops are featuring them. 
* #*# @# 


STOCKS VERY SHORT 
IN PORTLAND 


THE story among Portland, Ore. shoe 
men has not improved in recent 
months. “There’s been little or no 
change since rationing was lifted,” 
they say, “except that the shoe man 
doesn’t have the headache of bother- 
ing with stamps. The big demand 
still goes on.” 

First, the merchandise just isn’t 
there. Next, the Portland area is still 
trying to keep abreast of its wartime 
population which hasn’t shrunk no- 
ticeably. For those extra thousands 
did not all take to ‘their heels the — 
minute peace was declared, as was 
generally expected. Instead, many of 
them have dug in their heels and are 


going to stay. In addition, thousands 
of others are drifting back home from 
the far flung corners of the world. 
And they all want shoes! 

The toughest spot, according to the 
dealers, is in men’s and boys’ shoes. 
The boxes on the shelves are mostly 
empty, they are there to fill up the 
gaps and make the place look better. 
And it is best not to get excited about 
models in the windows, for they are 
probably not for sale. 

Boys of high school age are feeling 
the pinch, too. For what they want, 
to the last man, are sturdy models of 
heavy leather with super-thick soles 
and plain toes. And youngsters, said 
one shoe dealer, know exactly what 
they want. They are around regularly 
checking up, making inquiries, study- 
ing stock. 

The situation for women and girls 
is a little better, but it is still far 
from easy. 


Boot and Shoe Recorder 
































On Rainy Days @ @ @ For the “man on the street” who wants 


protection from light showers—there’s the Hood Clincher. Goes 
on in a jiffy without using the hands because 
of the self-acting back. Another year 
’round Hood item which builds satisfied customers. 


On Fair Days... 


If you take part in active sports such as tennis, or even 
less strenuous outdoor exercise—for solid foot 
comfort, there’s nothing like Hood Canvas 
rubber-soled shoes with ““P-F’’— Posture 
Foundation. It’s a patented, built-in improvement 
—a rigid wedge which helps prevent flat feet 
and tired leg muscles. “P-F’’ is a feature 
_ your customers will appreciate. 


The complete Hood line offers styles for each season 
of the year — Spring, Summer, Fall or Winter 


Retailers who stock the entire Hood line of rubber and canvas foot- 
wear gain two important advantages. First, there are feature num- 
bers for every selling season—which means all year ’round profitable 
selling. Second, 50 years’ experience in improved manufacturing 
methods has consistently produced reliable merchandise bearing the 
Hood trademark—a mark of dependability which means satisfied 
customers. Hood Rubber Company, Watertown, Mass. 
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FORTNIGHTLY SURVEY OF CONDITIONS IN VARIOUS SHOEMAKING CENTERS 
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St. Louis 


MATERIALS shortages continue to be the worst deterrent 
to increased shoe production here, with somewhat con- 
flicting views of the future held by manufacturers. It has 
been rather popular lately to cry that there is no hope in 
sight. Leathers, fabrics, heels all admittedly are very short 
now—a shortage which is to be felt on retail shelves for 
some time. And Washington prognostigations on the future 
have leaned to the gloomy, contending upper leather par- 
ticularly is to be in worse supply this year. They say 
we'll be at least 2,000,000 hides short. 

Yet a number of buyers in this area, whose foresight 
has been proved through the years, predict the total leather 
supply this year will equal last’s. They are the first to con- 
fess they cannot be sure, but their guess is that it will not 
get any worse. Tightest now is calfskin, which will con- 
tinue so until the new season skins are moving to the 
market in quantity. First effect will be shown in light- 
weight upper leather for women’s shoes. The year’s aver- 
age will be as good as 1945, they say. 

The future of kid skins is uncertain because of Wash- 
ington policy. It may improve if there is a quick settle- 
ment of the method of buying skins, they believe. A slight 
increase in the Fall run of patent also is predicted. In 
colors, reds and wines will be available in some types 
of leather and black and town brown in all kinds. 

Currently the scarcest material is lining leathers, with 
women’s weight calfskins, kid skins and side leather fol- 
lowing in that order. Some manufacturers are omitting 
linings or are substituting cloth or, in some cases, plastics. 
A corollary of this leather situation is that factories are 
avoiding frills and doodads which call for more material 
or labor. 

Leather for men’s footwear is noticeably more plentiful 
than women’s, due of course to army cancellations and 
cutbacks. 

The materials situation, even though it gets no worse, is 
making more uncertain this district’s production expan- 
tion projects. Postwar plans had contemplated about a 20 
per cent pairage increase over the wartime level and 
around 80 per cent higher than in 1940. 


Boston 


IN common with the rest of the country, New England shoe 
manufacturers, particularly those engaged in making nov- 
elty styles for women, find themselves in a condition which 
might well be described as “confusion worse confounded.” 
Their shops are piled high with orders for early Spring 
delivery, materials are still hard to get, merchants are 
fighting for delivery, and, to make it worse, advance orders 
for early Fall delivery are beginning to come in long be- 
fore the time at which they normally would be due. The 


net result may be the cancellation of a small percentage of 
Spring shoe orders. 

Price uncertainty also is a retarding factor since some 
manufacturers, particularly those making men’s and boys’ 
shoes feel that it is unsafe to accept advance orders until 
such time as it has been determined whether current price 
levels will prevail or whether the trade will be allowed an 
increase. Many, therefore, are said to be refusing to ac- 
cept orders for Fall delivery until later. They are hoping 
that during New England Shoe Market Week, which opens 
April 7, there will be some clarification not only of the 
price situation, but of materials supplies, as well. They 
will then, they hope, have a better basis on which to figure 
allocations. 

The three New England shoe states produced during 
December of last year, 12,129,861 pairs, an increase of two 
per cent over December, 1944, according to an analysis of 
the Census Bureau’s figures made by the New England 
Shoe and Leather Association. For the full year—1945— 
New England produced 162,114,394 pairs—an increase over 
1944 of six per cent. Increases by states were: Massa- 
chusetts, seven per cent; New Hampshire, two per cent; 
end Maine, eleven per cent. 


Chicago 


CURRENTLY faced with the worst shortage of footwear 
in six months, both manufacturers and shoe retailers in 
Chicago are at a loss to foresee any easing in the situa- 
tion for some time to come. They do feel, however, that 
if some price adjustment could be made by OPA there 
would be a more constant flow of necessary materials to 
the manufacturers. However, with every phase of the in- 
dustry in a dissatisfied frame of mind about the profit pic- 
ture, no one element of it is willing to forego what he 
considers his just due on the credit side of the ledger. 
Particularly hard hit in the retail field today is the mer- 
chant of men’s shoes for this category of goods has reached 
a new low in inventory. The manager of one quality house 
said that probably 90 per cent of his stock never reaches 
the selling floor. As new shoes come in, the order book 
takes up the great majority of the goods received. This 
man believes it will take at least two years of normal sell- 
ing (and today’s business is not normal) before inven- 
tories can again strike an even stride, and be wholly re- 
plenished. True, most stores and shops selling footwear 
are from 30 per cent to 50 per cent ahead, but this is 
jargely due to the fact that they can sell practically any- 
thing, there are no mark-downs; no “dogs” to worry about. 
But “comes the revolution” when competition is again 
keen, when sound policies of merchandising must be fol- 
lowed, many retailers will be confronted with problems 
they had completely forgotten during the heyday of the 
OPA. 
A source of considerable wonderment is the burgeoning 
[TuR™ TO PACE 122, PLEASE] 
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Tc, consistent manner in which 
Sir Walter Shoes produce profit- 


able sales figures for dealers in 

normal or in boom times proves 

the value of this ‘‘middle-of-the- 

road” line. Sensibly styled, well- 

made shoes, Sir Walter appeals to 

the good. taste of sound, substan- 

tial Americans. Priced at $5.00 and 

ae 4$5.50, they’re right in the bracket 

i Oe "that most men can afford to pay 
Actively promoted and intelligently 

sold by sound retailers coast to 

coast, Sir Walter has won an army 

Sir Walter of friends among the men who sell 
Stock No. 2932 them, as well as the men who 


@ wear them 
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Role of the Retailer in a Peace Economy 


[CONTINUED FROM PAGE 98] 


in quality in many products as well as overvaluation of 
new types of constructons, as for instance, in the case of 
many. producers of non-rationed shoes during the war pe- 
riod. In other words the burden of holding down the cost- 
of-living index has been on the shoe industry in general, 
and on the more substantial, or more honest, or more patri- 
otic if you will, elements in particular. 

If the principle of control of inflation by a strait-jacket 
on the so-called cost-of-living commodities is sound, why 
hamper producers in these important categories by per- 
mitting other uncontrolled industries to outbid them for 
their materials and labor. For instance, the case of wo- 
men’s hand-bags, which were rated a luxury perhaps to 
permit the imposition of the luxury tax. Bag manufac- 
turers monopolized the supply of reptile leathers because 
the price of the finished product was not subjected to the 
same rigid price control imposed on shoes. For the same 
reason we find plentiful supplies of good prime calf-skins 
used in bags and belts in spite of the short supply which 
cannot meet the normal needs for that essential com- 
modity, shoes. The way this works is that a producer new 
in the field, perhaps one who has been forced out of pro- 
duction in his own regular line, get a price ceiling on a 
new line in no way commensurate with the quality of the 
product he is able to produce. There has been much 
switching back and forth between different industries as 
well as so-called improvement of the product or construc- 
tion within the same industry. The net result is that the 
consumer loses because the pricing regulation in such cases 
actually fosters inflation rather than preventing it. A case 
in point is that lining stocks, which are essential to shoe 
production, are being diverted to other products not subject 
to price controls. These shoe leathers, a considerable por- 
tion of which must be imported, are being lost to competi- 
tive buyers in the international market who are not ham- 
pered by price controls, 


Many industries are discriminated against by price ceil- 
ings in the matter of labor almost as much as in material 
supply. The competition of high pay for war workers is 
supplanted by that of industries not price-controlled, or 
where price advances have been allowed. The recent grant 
of 44% percent increase to shoe manufacturers is helpful 
as a stop-gap, but frequently not sufficient to meet existing 
cost advances, so say nothing of the insistent demands of 
organized labor for further advances. Mr. John W. Snyder 
in his fifth and most recent report as Director of War 
Mobilization and Reconversion recognizes this need when 
he refers to the increase in output on brick production 
when price increases were granted for the purpose of en- 
abling producers to attract more manpower. 

We have seen that Production is essential to Reconver- 
sion but what of the future! To quote from Mr. Snyder's 
report again: “We must choose boldly the alternatives 
which will best measure up to our need for maintaining 
production and employment in the future. The develop- 
ment and maintenance of a market for our production in 
the longer run must be the yardstick we apply to all poli- 
cies during the transition.” That makes sense—and yet 
how is OPA meeting that challenge? Is our Distribution 
System to be sacrificed to the fetish of the “hold-the-line” 
policy in specific industries, even though the general price 
index has gone up 40 percent? Let us examine the case 


of the shoe industry, with its vast number of small dis- 
tributors, independent enterprises in great part. The result 
of present policy, if persisted in long enough, will be the 
concentration of this market in the hands of the large, 
strong concerns who are able to stand the gaff while the 
little fellow falls by the wayside. Such a result would be 
harmful to our American system of free enterprise. Also 
we would find ourselves with a weakened distributive sys- 
tem at the very time we need strength to maintain our 
recovered productive capacity. 


Azout a year ago the Shoe Retailers Advisory Committee 
to the OPA advised that certain price increases were jus- 
tified in order to stimulate production and maintain a 
healthy industry. The committee insisted that “Price Con- 
trol” did not necessitate “Price Freeze.” We wanted to 
control inflation but stated that fanatical refusal to budge 
the slightest on shoe prices would eventually result in a 
complete blow-up. A control—not a freeze—at the man- 
ufacturing level would afford a realistic adjustment of the 
industry to existing conditions. It would stimulate produc- 
tion without permitting run-away inflation. Under MPR 
580, which supplanted the General Maximum Price Reg- 
ulation of March 1942, retail prices were to be based in 
general on a historic mark-up formula. The committee 
was told that the new regulation would avoid the necessity 
of a price squeeze where necessary advances were granted. 

As you know, 4% percent increase was subsequently 
granted the shoe manufacturer and OPA smugly claimed 
they had “held-the-line”—at the expense of the retailer. 
In justification of such un-American discrimination 
OPA claimed that the retailers could afford this “absorp- 
tion.” The claim was based on war time operation figures, 
the removal of the excess profits tax, and reference to the 
fact that before the war the shoe retailer only made 142 
percent on his volume anyway. It was conceded that prac- 
tically all categories of cost had mounted since VJ Day, 
but the magic of volume was to tide us over. OPA was 
perfectly willing to gamble the safety of the retailer 
against the threat of production decreases due to shortages, 
government restrictions, and strikes. This danger is par- 
ticularly applicable to the small retailer who is having 
trouble enough getting merchandise anyway. 

So as to broaden the scope of this discussion and not 
confine it to the shoe industry I wish to quote from a letter 
recently received from Dr. Paul H. Nystrom, Professor of 
Marketing, Columbia University. Dr. Nystrom is President 
of the Limited Price Variety Stores Association, Incorpor- 
ated. He is an extremely practical economist whom I 
came to know in our meetings together in Washington. 

Dr. Nystrom states: “The effect of price control, with 
little or no wage control, has been to force most low priced 
goods out of production. More than 65% of the goods 
formerly handled in variety and other low priced general 
merchandise stores are no longer available. Substitutes, 
mostly at higher prices, have taken the places of the stand- 
ard quality low-priced goods formerly handled. If retailers 
did not handle these substitutes they would have no goods 
to sell and would be out of business. We must somehow 
or other revive the production of low-priced standard goods. 
Present OPA price control policies discourage such pro- 
duction. In discouraging the production of low-priced 

[TURN TO PAGE 126, PLEASE] 
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‘fitely toward — step: ns “and: 

types of closed shoes, exemplifie 
here. And this trend will create a 
greater demand for Vamos backing 
fabrics made with “Lastex” yarn. 
When you specify “Vamos” in the 
shoes you make or sell, you get more 
than quality materials—you get the 
benefit of the tests and standards set up 
by Alfred Vamos, who is a famous shoe 
designer, an experienced manufac- 


turer, a practical merchant, all in one. * 
When the time comes, Alfred ALFRED VAMOS 
is the inventor of Stretch- 
Vamos, Inc., hopes to be able to fill oble Shoes ond 0 Speciel- 
Reg. U. SB. Pet. OF. 


all the requirements of its customers ist in all types of shoe THE MIRACLE YARN 
for shoe backing materials made with fabrics made with THAT MAKES THINGS FIT 
* United States Rubber Company 


ALFRED VAMOS, ING. 


QUALITY SHOE MATERIALS 


406-416 Marbridge Building - 47 W. 34th St., New York 1, N. Y.+Tel.: Wisconsin 7-8827 
th 

















Exhibitors at the Boston Show 


No. 

Panther-Panco Rubber Co., Inc. 

Georgian Room, Booth 24 
Paramount Slipper Co., Inc. ............640 
Perkhill Shoes 
Peerless Footwear, Inc. ................. 625 
“ PY I. eco ieceseessees 613 

ips Co., Inc., F. N. 

Georgian Room, Booth 23 
Phillips Plastic Co., Georgian Room, Booth 23 
Pierce Co., C. S..... Georgian Room. Booth 6 
Pincus Shoe Corp., Lester 
Plastic Products Corp. 
Plymouth Rubber Co., Inc. 

Georgian Room, Booth 17 
Poloner Shoe & ees | ERAS 62 
Porter Shoe Co. . i ebcicn koko 
Portland Footwear Co.................. 
Powell & Campbell, Inc. 
SUN, on. 0 in hv uence ceesed 
Prima Theatrical Footwear.............. 
Prime Shoe Co., Inc. 
Prudential Shoe ‘Mfg. eee 
Public Footwear Co. ..... Pe 
Putterman Footwear Co................. 
Regal Textile Co. 
Regent Shoe Corp. ............... 437 
Respro Inc.. .Georgian Room, Booths 15 & 16 
Rest-Right Slipper, Inc. ............ 551 
Roberts-Hart, Inc. 440 
Repeling Shoe Co. Reb Goes. «avian 
Roth-Rauh & Heckel, Inc. .. 506 
"Sambros-of-Hollywood" ......... . 624 
Scuff-Ease, Inc. ....... 
Shain and Company 

Georgian Room, Booth 31 
Shoe and Leather Reporter 


ease Booth 36 
Silver Slipper Mfg. Co. 511 
Smith Co., Inc., Maurice C. 571 
Smith Shoe Co. 435 
Specialty Shoe Mfg. Co. ............ 435 
Star Casual Shoe Co........... . 637 
Stone Tarlow Co., Inc. . .. 412 
Style Arch Shoes . 508 
Sufix Shoe Mfg. Co. . 555 
Sun Shoe Mfg. Co. ............... ....603 
en renee eae 401 
Teylor & Sons, Inc., Thomas 

Georgian Room, Booths 8-9 
Textile Plastics, Inc. 
True Value Slipper & Sandal Corp. ..... 
Turner Bros. Combining Co. 
United Shoe Machinery Corp. 

Mezzanine, Parlor B 

United Slipper Co. ............... vr 
Victory Footwear Sales Co. ......... ... 


597 


g. 64 
Weekly Bulletin of Shoe and Leather News 
Mezzanine, Booth 43 


ek a ear 518 
Wholesale Radio Laboratories 

Georgian Room, Booths | 1-12 
Wiley-Bickford-Sweet Corp. ............ 554 


540 
Women's Wear Daily, Mezzanine, Booths 38-39 
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COPLEY PLAZA 

No. 
Abben-Kremer Shoe Co. ............... 145 
Auerbach Shoe Co. 
Beacon Hill Shoe Co. 
Seer oe 131 and 133 
Elkind Bros. 
Goldberg Bros., 
Green Shoe Mfg. Co., The 
Holiday Casuals 
Kingston Footwear Corp. 
LeBon Shoes, Inc. ............. 515, 137, 139 
Lown Shoes, Inc. .............. 121, 123, 125 
I te Wa ee OD CORK Soc d win wrariesce 135 
Miller-Hermer, Inc. ............ 115 and 117 
IPD os G2 Cons vce coeds? val 129 
ee MOG A, od. oC akcces aces cet 127 
Ruth Shoe Co. 
Servus Rubber Co. ............. 11 and 113 
Me WO GS oe once ccadcccsesvecs 147 


141 and 143 


TOURAINE HOTEL 

No. 
Ce ee 321 
Columbia Novelty Slipper Co. ......... 319 
Ce et a ere ee 325 
Rane, M, 5, Ghee GOs co.cc dec cece 315 
Miller, Hess & Co., Inc. 327 
Prouty, Homer 
I UN ee, oS esis! epee 
Weymouth Shoe Co. 
Wolf, A. N., Shoe Co. ...... 


PARKER HOUSE 


(Under auspices of Boston Shoe Travelers’ 
Association) 


Abben-Kramer Shoe Co. 
Air Tred Shoe Corp. .......... Small, Guy E. 
"<= Se Bordett, Dan 
American Girl Shoe Co. ...... Sullivan, O. J. 
Antioch Shoe Project Griffin, Daniel S. 
Bancroft-Walker Shoe Co. 
EM cccccesaneda Hunter, H. W. 
Bates Shee Co. ............ Ryan, Francis E. 
Blackmer Co. 
Brockton Cooperative Shoe Co. 
Fletcher, Frank 
Brown Shoe Co. ............. Sims, Birney E. 
(Forest Park Division) 
Carmo Shoe Mfg. Co. 
Cobblers Shoe Co. 
Conformal Footwear Co.... 
Connell, J. M., Shoe Co. 
Connolly Shoe Co. ...... Gibbon, Ralph W. 
Censolidated _ Corp.... . Bradley, Ed J. 
Cortell Shoe Co. .......... ‘Jacobson, C. N. 
Curtis "ee do Embry Co... .Andersen, C. S. 
Dainty Maid Shoe Co. 
Daytimer Shoe Co. ......... Timson, Geo. E. 
Walker T. Dickerson Co Favor, Anthony 
Dixon-Bartlett Co. ........... Davis, Fred C. 
Charles A. Eaton Co. ......... Doyle, Hugh 
J. Edwards & Co. ............ Lonergan, Jim 
Foot Delight Shoe Co. 
Freeman Shée Corp. ........... Kelley, Leon 
Gardner Shoe Co. 
Gray Bros. Shoes, Inc. ...... Eyre, Herbert S. 
Gregory & Read Co. 
Groves ee oe Silverstein, H. A. 
Harris, Alfred 
Huiskamp Bros. Co. ........ Kozak, Joseph J. 


Kerekesh, Wm. A. 


Irving Drew Shoe Corp. ..... Levy, Nathan J, 
J-International Griffin, Danie} 
Jchnson Stephens & Shinkle Shoe Co. 
Connell, Howard 
Keith. Geo. E., Co Kendall, Carl 
LaMarquise Footwear, Inc. ..... Rubin, Matt 
Lumbard-Watson Co. ........ Terhune, Frank 
..... Levine, Fred 
Griffin, Daniel 


Middletown Footwear, Inc. 
Miller & Bergmann 
Miller Shoe Co. .... 
Moulton Bartley 
Natural Bridge Shoe Co. 
A. E. Nettleton Co. .......... Mattice, L. C, 
Nunn Bush Shoe Co. ........... Clark, M. L. 
O'Donnell Shoe — 
Owego Shoe eVuns 
Pied Piper Shoe Co. ...... 
Posner, A., Shoes, Inc. (Dr.) 
Berkowitz, Arthur W. 
Potvin, R. J., Co. 


Queen Quality Shoe Co. ... Joss, Charles E. 
Quinn, K. J., & Co., Inc... Storey, Francis V. 
Reuben Gordon Shoe Co. 

Rice-O'Neill Shoe Co. 

Salvage, Louis H., Shoe Co. 

Salvage-Molloy Shoe Co. 

Sandler, A., Co. 

Sambros of Hollywood 

Serra Sandler Shoemakers, Inc. 
Schawe-Gerwin Co. .Murphy, Frank T. 
Scioto Mfg. Co. .. . . Griffin, Daniel 
Selby Shoe Co. 

Step Master Shoes, Inc. .. 
Taylor, E. E., Corp. . 

Tonsa 

Tweedie Footwear Co. 
Virginia Shoe Co. .. .Hurley, Robert P. 
Vitality Shoe Co. ............. Keener, F. M. 
Vogue Shoe, Inc. ............ Albert, Edward 
Walkin Shoe Co. ..........Peckham, Robert 
Whimsies 

Willits Shoe Co. . 
Wright, E. T., Co., Inc. 
Zulick, J. S., & Co. Se 


. Strainge, Roy T. 
.Painchaud, R. E, 


Murphy, Francis J. 
..Pingree, M. H. 
. .Griffin, Daniel 


:.Weinstein Harry 
.. .Walls, Charles T. 
.. «Kolkebeck, Warren 


BOSTON SALES OFFICES 

Open house during 

(prs Market Weel) 
Air-Tred Shoe Corp. .......... 210 Lincoln St. 
Ansin Shoe Mfg. Co. ......... 186 Lincoln St. 
135 Lincoln St. 
186 Lincoln St. 
.. «e210 Lincoln St. 
ey Bis Ges... 2 5. 0050 ss 186 Lincoln St. 
Boston Novelty Shoe Co. ......171 Lincoln St. 
Bostonian Shoes 72 Lincoln St. 
Bourque Shoe Co. ............ 210 Lincoln St. 
Brown Co. Onco Innersoles. . ..210 Lincoln St. 
Brown Shoe Co., Inc., H. H.. . . . 186 Lincoln St. 
Chelmsford Shoe Co. ......... 210 Lincoln St. 


Clark Shoe Co. 179 Lincoln St. 
Commonwealth Shoe ‘4 Leather Co. 


72 Lincoln St. 

Cushman Co., Charles 179 Lincoln St. 
Dertmouth Shoe Co. ......... 179 Lincoln St. 
Derman Shoe Co. ............ 210 Lincoln St. 
Doyle Shoe Co., Inc. ......... .83 Lincoln St. 
Eagle Shoe Mfg. NE Cee PP 186 Lincoln St. 
Eleo Shoe Co. .............. 791 Tremont St. 
Great See. Cae ii enc t. fee 2k. 10 High St. 
[TURN TO PAGE 114, PLEASE] 
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What You’ve Asked For 
A Popular Priced Line 
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OR ON DISPLAY AT OUR 
NEW YORK OFFICE 
MARBRIDGE BLDG. ROOM 605 
47 W. 34 ST., NEW YORK, N. Y. 


PHONE 


FALCON SHOE MFG. 
NORTHERN 
N. 


34-18 
LONG ISLAND CITY, 


LO 3-2606 


co. 
BLVD. 


Y., PHONE IR 6-3036 








Package Enclosure 
Adds to Sales 


HAMILTON, ONT.—W. Harry Grice, 
manager of the men’s department of 
Levinson’s Men’s Shop, here, thought 
up a novel idea of stepping up sales on 
shoes. 

The men’s department is upstairs and 
the store’s women’s department is on 
the ground floor. In every package 
wrapped in the women’s department, 
Mr. Grice has instructed salespeople to 
enclose a folder that shows a picture of 
the men’s shoe den, captioned, “The 
Man In Your Life will like the atmos- 
phere in our men’s shoe “en.” 
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Mr. Grice has used over twenty-eight 
thousand such enclosures in a little over 
three years. The results have been so 
remarkable that the store is now plan- 
ning one for the women’s department 
and inserting it in every men’s shoe 
purchase. This idea, says Mr. Grice, 
not only has proved practical, but also 
profitable! 


Charter New Firm 


WicuiTa, KaNs.—The Walle Shoes, 
Inc., firm has been chartered for $25,- 
000 capital stock to operate a shoe 
store here with William A. Bourman 
as resident agent. 


List of Exhibitors at 
The Boston Show 


[CONTINUED FROM PAGE 112] 


eS eae 210 Lincoln St, 
Farmington Shoe Mfg. Co. ... .186 Lincoln St. 
Federal Shoe, Inc. 66 Lincoln St. 
Fleisher Shoe Co. ............ 210 Lincoln $+, 
Footsaver Shoes 72 Lincoln St, 
French, Shriner & Urner Mfg. Co. 

63 Melcher St, 
Gale Shoe Mfg. Co. ......... 210 Lincoln St, 
Gardiner Shoe Co., The 210 Lincoln St, 
Gordon Shoe Co., M. ........ 200 Lincoln St, 
Hallowell Shoe Co. .......... 210 Lincoln St, 
Harold Shoe Co. ............. 210 Lincoln St, 
Hessard Co., R. P. ........... 119 Lincoln St, 
Holly Shoe Co. ............:- 210 Lincoln St, 
Hubbard Shoe Co., Inc. ...... 186 Lincoln St, 
Imperial Shoemakers, Inc. ..... 186 Lincoln St, 
Ireland Shoe Co., R. B. ....... 11! Lincoln St, 
Korlton Shoe Co. ............ 10 Thacher St, 
Kenmore Shoe Co, ........... 10 Thacher St, 
Kesslen Shoe Co. ...... aes. 479 Lincoln St, 
Kiddieland Shoemakers, Inc... .210 Lincoln St, 
“Kilties" 210 Lincoln St, 
Kleven Shoe Co. ............ 210 Lincoln St. 
ee 83 Lincoln St, 
Laconia Shoe Co., Inc. ....:.. 210 Lincoln St. 
Leonard & Barrows Shoe Co... . 186 Lincoln St, 
Lunder Shoe Corp. .......... 179 Lincoln St, 
Mansfield Shoes 72 Lincoln St. 
Martin & Tickelis Shoe Co., Inc., 210 Lincoln St, 
Maybury Shoe Co. ........... 179 Lincoln St. 
Mitchell Shoe Co. ........... 179 Lincoln St. 
Mutual Shoe Co. ............ 186 Lincoln St. 
Myrna Shoe, Inc. ............210 Lincoln St. 
National Shoe & Leather Co., Inc. 

210 Lincoln St. 
Nevelk Co. .................210 Lincoln St. 
Owens Shoe Co. .............. 83 Lincoln St. 
Peerless Specialty Co. ........ 210 Lincoln St. 
Pilling Shoe Co., John 210 Lincoln St. 
Plymouth Shoe Co. ........... 186 Lincoln St. 
Ralston Health Shoemakers. ... .83 Lincoln St. 
Rondeau Shoe Co., H. O. ....179 Lincoln St. 
Saco-Moc Shoe Corp. ....... 210 Lincoln St. 
Salem Shoe Mfg. Co. ........ 210 Lincoln St. 
Saxe-Glassman Shoe Corp. ... .179 Lincoln St. 
South Berwick Shoe Co. ...... 111 Lincoln St. 
Stein-Sulkis Shoe Co. ......... 210 Lincoln St. 
Unity Shoemakers Corp. ..... .186 Lincoln St. 
Walton & Co., Inc., A. G. ... . 186 Lincoln St. 
Ware Shoe Corp. ............ 179 Lincoln St. 
Wolfson, Harry 210 Lincoln St. 
Wood and Smith Shoe Co. ... .210 Lincoln St. 


Double Store Space 


ToLtepo, O.—The Foot Saver Shoe 
Store here has recently doubled its 
space. The color scheme of the re- 
modeled store is beige and rose, with 
tan carpeting covering the entire floor. 
Fluorescent lighting and new chairs 
will be added as soon as they can be 
ebtained. 

Charles Regal is manager of the 
store, assisted by Rex Downs and Ray 
Cable. 


Novel Idea in Shoe Window 


SoutH BeEnp, IND.—With a beauty- 
parlor atmosphere dramatized in the 
background of a display, Robertson 
Bros. Department Store, Inc., presented 
a window from their footwear depart- 
ment with the apt. explanation, “Better 
Than Any Beauty Treatment—A New 
Pair of Robertson’s Shoes!” 
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To A Line That's 7 Country Over 


WE’RE BRINGING-ATHIS Galler 




















INTRODUCED modestly to the American Shoe retailer just five 
years ago, the FIKANY name and principle became well and 
favorably known as the ultimate in corrective shoes. So great 
was the response that limited production facilities soon became 
overtaxed and the merchant had more customers for each pair 


of shoes than it was possible to produce. 


NOW expanded facilities make greater production, in the near 

future, a reality. And while FIKANY shoes will still be made 

with the same consummate care and fitted by the merchant 

just as scientifically and conscientiously as ever, new meth- 

ods of merchandising them have become important. Therefore 

FIKANY becomes ARCHMASTER — a name with more pro- 

*Th: ° motional and advertising possibilities. A new label has been 

This Is Archie designed as the mark of distinction which this “shoe with the 
built-in adjustable arch” so richly deserves. 


FIKANY SHOE COMPANY OF NEW YORK, INC. 


42 EAST AVENUE ROCHESTER 4, NEW YORK 


April 1, 1946 116 
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S| CAPEN—LOU SHINDLER 


172 LINCOLN ST., BOSTON, MASS. 
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| forms made is necessarily limited. 








St. Louis Dilemma; 
Material versus Style 
[CONTINUED FROM PAGE 93] 


the way of nailheads and bows; more 
emphasis on silhouette; continuing the 
curved lines and softer look of the sil- 
houette; fine detailing, and color con- 
trasts. 

Yes, these are the trends as forecast, 
these are the trends as seen in new Fall 
lines—but to a limited degree only. 

1.THE PLATFORM: Accepted 
widely not only as a fashion leader, but 
also as a comfort feature. The latter 
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aspect has proved so popular that at 
least one firm is reorganizing its entire 
production facilities to make all shoes 
with an inside platform and several 
others are making some of their shoes 
(mainly slip-lasted types) with these 
concealed platforms. Platforms up to 
an inch in height may be seen in the 
new lines, but they are not, of course, 
as numerous as stylists would like them 
to be, for the simple production reason 
that making one platform shoe is 
equivalent to two non-platform models. 
There is a definite reluctance to sacri- 
fice this pairage in order to keep up 
with the trend, so the number of plat- 


They will be more numerous in the 
gabardine shoes, where selling appeal 
will depend completely upon style. The 
platforms that are being made are 
treated in various ways. For the most 
part, they are unadorned, covered in 
leather (if available) or in faille or 
gabardine. Some are covered in con- 
trasting leathers like patent, or reptile, 
others in contrasting colors, or with 
underlays or narrow strippings of 
color. 

2. CLOSED VERSUS OPEN SHOE: 
This includes some higher throat lines, 
the high-riding vamp, the wrapped- 
around look with draped vamps, 
T-strap effects, or strippings that cover 
a good part of the foot. In sport shoes, 
the trend is decidedly toward closed 
toes and heels in the classic pump tra- 
dition, with fine details that make them 
perfect accompaniments to high-styled 
suits. It is this type of shoe that best 
lends itself to unlined leather, which 
many have been obliged to use in the 
face of shortages of light upper leather 
and lining. In these, too, there is an 
increased interest in sole treatments, 
as seen in many interesting versions of 
the extension sole. 

In dressier shoes, and in some classic 
tailored types, sling backs are still the 
popular items, but more closed toes are 
in evidence. However, the wide-open 
shoe, and the open toe continue. Some 
believe that the demand for these types 
is unabated and that they will continue 
to be as popular as they have been in 
past seasons. Others, who advocate 
more closed styling, can do so only in a 
limited way because of the material 
shortage. Actually, more open-toed 
shoes will reach the stores from St. 
Louis, but the percentage in compari- 
son to closed types will be less than 
during the war years. 

38. LOW HEELS: More than ever 
before, low-heeled shoes are coming 
into their own in the high-styled cate- 
gory. The demand for them is so great, 
that without exception, manufacturers 
have increased the number of them in 
their lines. Though some buyers are 
reluctant to devote too much of their 
quotas to these low heels at the expense 
of higher ones, manufacturers realize 
their increasing importance end are 
keeping up with the trend. For the 
most part they are made in the more 
closed-up patterns with little ornamen- 
tation. Perforations, stitching and 
draped effects give them a high-style 
appeal; and broader lasts, rounded toes 
provide the comfort expected in low- 
heeled patterns. 

4. ORNAMENTATION: Nailheads 
are steadily declining in fashion impor- 
tance, although they are continuing in 
a limited degree into Fall. Contrasting 
underlays on platforms, or piping, or 
decorative stitching are taking their 
place. Simplicity, a restrained type of 
glamour in silhouette, is the trend. 
Bows are less numerous, but still much 

[TURN TO PAGE 124, PLEASE] 
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Picture the gleam of a crystal chandelier . . . the cool shimmering 
beauty of a stream. That's the richness of the Charing Cross 
SHOW-OFF, in “peekaboo” plastic. It’s this year’s leading style 
departure. Fast-moving reorder success. Designed for all-occasion 
wear, with upper in transparent amber, red, kelly green, royal 
blue, clear, cherry coke, also in gleaming black patent and milk 
white. Skyscraper platform. Mediums only. Price, $2.50 net. Deliv- 
ery during April. Minimum order, 36 prs. 
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“Yes, son, before the war this was one of 
the biggest things in the shoe business” 


Inveep, the young man must have started 
clerking during or since the war if he doesn’t 
remember when women’s shoes made with 
benefit of ““Lastex” yarn were a “must have.” 

It’s now about nine years since the stretch 
technique of ““Lastex”’, which had made such 
a sensation in corsets, swim-suits and other 
apparel, was first applied to shoes. The most 
revolutionary idea in centuries of shoe mak- 
ing, this improvement in fit and comfort was 
a quick success. Sponsored by leading shoe 
designers, manufacturers and retailers, this 


new selling feature was soon in demand with 
women by the millions. 

When war blacked out elasticized mate- 
rials, one out of every three pairs of women’s 
shoes had this plus value. Now it is geod 
news to the shoe industry that ““Lastex”’ yarn 
is coming back to surpass its former triumphs 
— in various binding and backing materials. 
for all types of women’s shoes. 

Soon again, you can offer your customers 
this fit, freedom, and comfort feature that 
they have awaited so long and so eagerly. 


For models, samples and prices of those types of shoe materials made with “‘Lastex”’ yarn 
which are now available, apply to ALFRED VAMOS, 406 Marbridge Building, New 
York City. Alfred Vamos is the inventor and patentee* of Vamos stretchable shoes, and 


the selectéd consultant for shoe manufacturers using materials made with “‘Lastex” yarn. 
Serving *Patents assigned to United States Rubber Company 
-.- THE MIRACLE YARN THAT MAKES THINGS FIT 
Science 
Reg. U. 8. Pat, Of. 


An elastic yarn manufactured exclusively by 


UNITED STATES RUBBER COMPANY 


- 1230 AVENUE OF THE AMERICAS - ROCKEFELLER CENTER - NEW YORK 20, N. Y. 
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TO BOOST YOUR CASUAL BUSINESS TO A NEW HIGH... 


MARTIN FIBLDS Avecon2s: Boge Z 








No. 419 " 
Cross Strap — Your custom- \L 


~ 
ers’ choice in Suntan (Lug- SS 


gage) or Turftan 


High in Style, High in Volume, But More 
Important Still, HIGHER IN QUALITY 


N no part of the shoe selling operation is QUALITY so evident and 
so important as it is in sandal selling. From a background of 
experience in selling and processing high grade leathers, and with 
a keen judgment and understanding of QUALITY, Martin Fields now 
styles and builds this sandal line to boost YOUR Casual Business to a 
NEW HIGH. He features here two styles from his fast-growing line. 
Available to YOU now DIRECT, or through a FAST ORGANIZATION 
OF DISTRIBUTORS which he is now building, coast to coast. Remem- 
ber there is a place for Martin Fields sandals in your department. 


MARTIN FIELDS SHOE CO., INC. trooktrn’ te. x. x 


April 1, 1946 9 
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BE BE BOND CEMENTS for Folding— 
“built” to run in the GPC Cementing Machine 
Model C, Each number lays an even ribbon of 
cement on the folding margins of uppers. . 


#7780 — Strongest bond and longest tack 
period of any Folding cement we have yet 
developed — dries fast— folds nicely as soon as 
film is dry. 


#7783 — Adequate bond for use under 
average shoe factory conditions—fast drying 
tima— overnight tack——good rub off. 


* ‘e ‘ 7 
iohmulation 
yaements 





A STRIDE FORWARD in the develop- 
ment of synthetic cements of the Latex type 
measured in terms of: — 


STRONGER BOND 
LONGER TACK PERIOD 
FASTER RATE OF DRY 
The performance of BE BE BOND CEMENTS 


is maintained through constant laboratory 
control. 


a ae a 


Ss aa 
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For Your FASTER or tains 


Black text on white board. Pink and yellow tulips 
above a green background base. 


SIZE OF 
DISPLAY CARD 
8" x 14" 
MATCHING PRICE 
TICKETS © 
Green;Yellow Colors 
Prices Black on White 
1%" x 24," 

6 dozen—$1.50 
12 dozen— 2.50 


CANADA: 
6 dozen—$1.70 
12 dozen— 2.80 


Any selection of 


prices desired. 


CARD HOLDERS 
natural finish 
$2.10 each 














DISPLAY CARDS: 75 Each; 3 for $1.85 
List of texts to select from will be sent on request. 


Detailed Information on Monthly Service at Your Request. 
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Shoe Stores Demonstrate Ability 
to Resist Depression Shocks 


[CONTINUED FROM PAGE 59] 


Some 37 percent of. the total number of all stores 
operating in 1929 went out of business by the end of 
1933, while in the remaining six years of the decade 
only 12 percent ceased operations. 

In 1939 the average sales of retail shoe stores was 
$30,000, but shoe stores in their first year of operation 
accounted for only 3.04 percent of the total average 
sales. Each store in this age group had average sales of 
$12,000. This average increased as stores became older, 
as shown in the following table: 


It is apparent from the report that the number of 
stores which discontinue business is ordinarily large, 
and that new establishments are a major factor in this 
turn-over. Further, it should be recognized that the kind 
of business which is to be undertaken has a decided 
bearing on the chance for survival. Finally, sales vol- 

_ ume, the ultimate pre-requisite for success, is closely 
related to the length of time the establishment has been 
in operation. 

It seems quite clear, that the younger the business 
the greater the likelihood of failure. Nevertheless, each 
trade should be studied carefully to determine whether 
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longevity is related to the character of the product han- 
dled or to other peculiarities of the trade, such as large 
initial size or association with large distributors. 

It is expected that the study will be of help to people 
contemplating entering business. The number of bus- 
iness establishments is low at present in relation to sales 
volume. The end of the war, moreover, has brought 
good opportunities for new concerns in many lines of 
business. 


Manufacturing and Markets 
[CONTINUED FROM PAGE 108] 


of many new shoe manufacturing houses within the past 
six or eight months:—some 80 in New England; more 
than 30 in St. Louis; more than 50 in California. If the 
old well-established firms are having difficulties in get- 
ting materials, how can these new houses obtain them, 
they ask. An inevitable conclusion is that the new 
houses, being new, can ask any price for their merchan- 
dise (and at the same time pay any price for their ma- 
terials) while the old established house is actually being 
penalized because its operation must conform to the 
rules which have been laid down on the basis of past 
performances. There are many men who feel that this 
has created a manifestly unfair situation, and it forms yet 
another plank in their platform, asking for sanction or 
price relief. 
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Let a Great Name help you sell 


«, 
na 


RETAILER: Try this new extra light-weight rubber. RETAINER: Light as a feather! And so flexible it folds 
They’re just coming in. up in your hand. 


customer: Thank goodness, they’re back again. CUSTOMER: I see why—they’re all rubber—no lining. 








RETAILER: It takes stretch like this to give a per- customer: That’s all I need to know. I’ve always 
fect, smooth, sleek fit— and they’re made by found B. F. Goodrich products dependable. 


B. F. Goodrich. 


Your customers know the name B. F. Goodrich and what it stands 
for in the field of rubber research. They know that on rubber and canvas 
footwear the B. F. Goodrich name is their assurance of real service, comfort, 
and wear. It’s your assurance of a satisfied customer who'll be back again 
for more! B. F. Goodrich, Footwear Factories, Watertown, Mass. 


FIRST IN RUBBER 
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NWN FOOTWEAR, INC. 


MIDDLETOWN, N.Y. 
EW YORK OFFICE: 47 WEST 34th STREET * NEW YORK, N.Y. 
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fice styling because of material short. 
ages, is only a temporary situation, 
and, even under the circumstances, the 
industry has succeeded in creating in- 
teresting, attractive styles for Fall. 


Washington Newsreel 
[CONTINUED FROM PAGE 48] 


shoes being made into new models in a 
relatively short time. 

It is significant that footwear wag 
not included in a list of commodities 
on which OPA says the full limit of 
cost absorption had been required. This 
statement bears out the belief that 
further absorption would be required in 
the event of an increase in manufac- 
turers’ prices. 

In regard to wage increases that may 
be granted within the trade, OPA will 
continue to apply its industry earnings 
standard to distributive trades as well 
as to manufacturing industries. Hence, 
if an approved wage increase, alone or 
together with other cost increases, 
should reduce the overall earnings of 
the trade below their base period level 
(1936-39), OPA would grant some re- 
lief from cost absorption. 


> ° > 
The Civilian Production Adiminstra- 
tion is worrying about the decline in 


shoe production. Preliminary estimates 
indicate that production in the first 


| quarter of this year will be below that 








St. Louis Dilemma; 
Material versus Style 
[CONTINUED FROM PAGE 116] 


in the piétiibé? They are large, and in 
some cases, interchangeable. One man- 
ufacturer is making a plain pump with 
a place.to slip in different types of 
bows that could be sold in the stores as 
accessory items that lend themselves to 
attractive coordination with the rest of 
the costume. 

This is the picture then, as seen in 
the St. Louis lines . . . what they would 
like to do, and what they can do under 
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present limitations. They are making 
full use of whatever materials are 
available. Unlined leathers for the 
heavier type of shoe, but there isn’t even 
enough of that. Linings and bindings, 
too, are scarcer than ever. The labor 
situation, though eased somewhat, is 
not as yet ideal. Colored shoes for Fall 
are practically out of the question. 
There are some, naturally, but not 
enough to supply the demand. 

There are great styling potentialities 
in the St. Louis market, potentialities 
that’ will undoubtedly be realized when 
the market attains a state of normalcy. 
The present dilemma, the need to sacri- 


for the corresponding period in 1945. 
CPA may conduct an investigation to 
determine whether leather is being 
hoarded by either tanners or manufac- 
turers. In addition, the agency may 
deem it advisable to increase quotas to 
newcomers. 

However, officials in other agencies 
say that such an investigation would 
not turn up any evidence of hoarding. 
It is their belief that there is no mys- 
tery surrounding the whereabouts of 
all the leather that is being produced. 
Large quantiies of leather are now go- 
ing into handbags, luggage, saddlery 
and various luxury items, while during 
the war the lion’s share of the leather 
was allocated to shoe production. 


Lease New Store 


ALBANY, N. Y.—A. S. Beck have 
taken a lease on the store at 33 North 
Pearl Street now occupied by the 
United Men’s Shop. The Beck com- 
pany’s present store at 63 North Pearl 
Street is included in a site being ac- 
quired by the W. T. Grant Company in 
a $2,000,000 expansion move. 


Add More Space to Store 


Tutsa, OkLA.—The Pennmoor Shoe 
Salon has opened its new store after 
complete remodeling at 518 South Main 
Street, here. D. M. Koser, store man- 
ager, has added additional space, re- 
decorated and installed new lighting 
and air-conditioning. 
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HIGH 
LEAT! 


As illust 
Oiled yu 
fiexible. 
ond he 


When ordering specify leather or rubber sole. 
SKI or CLIMBING BOOTS 
A combination skiing-climbing boot devel- a) | 


oped for the U. $. Army mountain troops. 
Squore toe and grooved heel to fit ski 
bindings; rocker bottom for easy 
“vu. §. 
— 


wolking. Worn with felt inner sole 
ond two pairs socks. Some with 


rubber soles. A sturdy work GOVERNMENT 


shoe. Leather sole: 6 to 13; 


C to EE. Cleated rub- 
ber sole: 5 to 9"/2; + 


C to EE. $4.75 


per pair 
Here are the rugged boots and shoes 


that have been unavailable throughout 
the war... ready to meet the piled up 
demand from sportsmen, farmers, 
outdoor workers. They're brand new, 
all first-quality leathers and rubber, 
built to U. S. Gov't. standards and 
available to you at only a fraction of 
what Uncle Sam paid for them. Rebuild 


HIGH-TOP OILED your inventory NOW with all the pairs 
you need! 


LEATHER BOOTS 


As illustroted except approx. 13” height. 
Oiled uppers ore water-resistant and very 
flexible. Extra heavy duty leather soles 
ond heels. Soft felt innersole gives 
comfort seldom found in such rugged 
construction. This is the army's cold 
climate boot and fs designed for weor 
over 2 prs. of socks to insulate the 

foot from extreme cold. Ideal for 

hunters, farmers, dairymen and 

other outdoor workers. Sizes 

5 to 15; widths C to EE. 

$5.95 per pair 


15-INCH RUBBER BOOTS —a stout knee-boot, idea! for 
formers, goragemen, dairymen, tannery and packing plant 
workers. Heavy black rubber, lined with cotton fabric. 
Moulded outsole for heavy duty. Sizes 5 to 14. $3.40 

per pair 


12-INCH HEAVY DUTY 5-BUCKLE ARCTICS—tiock rubber os illustrated, 
except five buckles. Fleece-lined to insulate the feet against cold. Heavy, moulded 
rubber sole; rugged, heavy-duty construction throughout. Sizes 5 to 15. 


$3.40 per poir (ALSO AVAMABLE WITH PATENTED NON-SKID SAFETY SOLE, 
for fishermen, seamen; slippery decks and floors) 


THE ARNOFF SHOE CO., [OJ] DUANE ST., 














TU-TONE Displayers 
designed by... 


BRYCE OF CALIFORNIA 


exquisite displays in plastic 


#2444 #2445 72446 
#2444—TWO-WAY DISPLAYER. (One shelf 5” high; One shelf 18" high) $16 each 
#2445 — THREE-WAY DISPLAYER. (Two shelves 5” high; One shelf 18” high) $24 each 
#2446 — FOUR-WAY DISPLAYER. (One shelf 5” high; Two shelves 12” high) $30 each 

(One shelf 18” high) 
(All shelves consist of 8” diameter glass) 


#2443 ~(12"); 12441 —(6") 
#2443—REMOVABLE PLASTIC LEGS (12”) 
#2441—REMOVABLE PLASTIC LEGS (6”) 
Obtainable in 4” #2439—1.20 each 5” /2440-1.50 each 9 #2442—3.60 each 


#5223 — (Size: Length 20”; width 13%”; height 16”; Lower Shelf Height 4”; Lower 
Gloss 11” x 22”; Upper Gloss 15” x 24”; Material Size: Rod 1%" x 16”; Ribs %” x %”) 
‘ 97.50 each 
WRITE FOR CATALOG SHOWING 
OUR COMPLETE LINE OF DISPLAYS 
* 


Manufactured by 
BRYCE PLASTIC INDUSTRIES 


5910-12-18 West Olympic Boulevard 


— € 


ALL PRICES F. O. B. PLANT, LOS ANGELES 











Role of the Retailer 


[CONTINUED FROM PACE 110] 


goods, the OPA is itself promoting inflation. Consumers 
are being forced to buy higher priced goods. 

“The failure of OPA policies to secure adequate pro- 
duction and to bring back the production of low-priced 
goods of decent qualities, and the effort to hold the line 
by taking necessary cost increases out of the pockets of 
business men, robbing Peter to pay Paul, has become a 
serious issue in our domestic affairs. It has become a mat- 
ter of great especial concern to the smaller businesses of 
this country.” 

It should be apparent that price control has in reality 
degenerated into profit control. It may well be argued that 
that was the goal of some of our “government in business” 
advocates anyway. It is also clear enough that in the case 
of at least one government agency, the Office of Price 
Administration, the role of the retailer and the importance 
of maintaining a healthy system of distribution is not fully 
appreciated. A more realistic application of a diminishing 
amount of governmental regulation is essential to our goal 
of increased production and maintained maximum employ- 
ment. 

I will sum up what I believe you Distributors should do 
as your contribution toward a healthy economy: 

1. GET YOUR OWN HOUSE IN ORDER. You should 
shake off the laxity that develops from a prolonged seller's 
market, prepare for The most highly competitive period in 
the world’s history. Your costs, services, and merchandis- 
ing efforts must be in line. You should provide the best 
possible working conditions. Training of your personnel 
must be a prime consideration. 

2. DO A PUBLIC RELATIONS JOB. The record of 
the Retailer as a public servant is outstanding in every 
community. He should help develop an appreciation of his 
function in society, extending this to national scope through 
cooperation with his national trade association. 

3. KEEP INFORMED ON THE BROADER SUBJECTS 
AFFECTING OUR NATIONAL ECONOMY. Under this 
category would come such subjects as: 

a. INTERNATIONAL TRADE. Help promote a realiza- 
tion of its importance to our country. Advocate the removal 
of trade barriers and don’t feel reluctant about promoting 
the sale of imported merchandise. 

b. UNECONOMIC INFLUENCES. Do you find that 
restrictive regulations are doing more harm than good? 
The efforts of OPA pricing regulations merit your investi- 
gation and action. You must be constantly alert, for the 
picture is constantly changing. For instance, what do you 
think about the proposed restrictions on all building to low- 
priced dwellings for service men only? Granting the 
housing emergency, do you think that more restrictions, 
rather than less is the answer—or that even the service 
man’s best interests are served by such drastic legislation? 
Do you believe that all of these veterans will be grainfully 
employed as well as satisfactorily housed if business expan- 
sion as well as larger housing projects are stopped? 

4. DO SOMETHING ABOUT IT! Distributors are vast 
in numbers and potent in influence if they have the will to 
be so. Your representatives in Washington need to be told 
how you feel about these issues that so vitally concern our 
national welfare. If we do not live up to these responsi- 
bilities we cannot blame anyone but ourselves. It is dif- 
ficult as yet, in view of the muddled state of affairs in 
Washington to evaluate the effects of the new Wage-Price 
policy or the shifting about of agency personalities. Any- 
way, it’s always good to have a look at the record—and let 
the folks in Washington know you are doing just that. 
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Revealing unusual new Fall Creations 
which you will see in the FREDERICK- 
SPEIER line at the New York and Boston 


Openings. 


Fucderick Speier {er Inc. 


NORWALK, CONN. 


Manufacturers of Play Shoes, Sandals and Slippers 


NEW YORK SHOWROOM 
420 MARBRIDGE BUILDING, 47 WEST 34TH ST. 
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PREFERRED AND PROVEN — Advance 
Spring and Summer Sales prove overwhelmingly 
the great popularity of fashion-high, color- 
brilliant DUETTES. Smartly sophisticated for the 
discriminating taste. 
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JAUNTY welcomes with ENTHUSIASM the — 
delegates to the SHOE FAIR and cordially 
invites you to visit Jaunty Headquarters at 
the McAlpin. We've so much to show you! 

















SAUNT?) . 


@ BAGS: Retail at about $8.95 
SHOES: Retail at about $12.95 > 


There are still a limited number of franchises open. Write today! 


7OTQ EMPIRE STATE BUILDING e 






NEW YORK 





Canadian Demand Exceeds 
Output Despite Huge 
Leather Supply 


Toronto, ONT.—In gearing up for a 
record shoe production target for 1946 
of 40 million pairs, Canadian shoe 
manufacturers will be assured one of 
the greatest supplies of domestic 
leather in Canadian history. 

All wartime facilities which were de- 
voted to military production, plus most 
of the large prewar export output, will 
be swung into supplying the home mar- 
ket. In spite of this, however, inflated 
demand is expected to continue to out- 
run production throughout 1946. 

At the moment, the main production 
curb threatening attainment of the 
1946 goal is not leather, but labor- 
skilled and semi-skilled labor in the 
shoe factories. Deliveries to retailers 
are running three to five months behind 
schedule in many lines of footwear. 

It is estimated that the shoe trade 
will get about 80 per cent of all the 
leather used in Canada this year (last 
year the tanneries turned out over 
four million hides and skins). This 
year cattle hide and goatskin leathers 
will likely be in greater supply than 
last, but horsehide, sheepskin and lamb- 
skin leathers are expected to be less 
plentiful. 

In spite of the abnormal home market 
some 20,000 to 30,000 hides are being 
sent overseas under allocation from the 


International Hide, 


Skin & Leather 
Commission, for delivery to needy 
European countries. Several large pre- 
war exporters are also planning large- 
scale resumption of overseas shipments 
as soon as export controls are removed. 
Four of Canada’s largest leather pro- 
ducers exported approximately 70 per 
cent of their total output before the 
war. 

Perhaps the greatest raw material 
shortage in the shoe industry at the 
mement is in sheepskin for shoe linings. 
No immediate improvement is in sight. 
Generally speaking sole leather is in 
better supply than leather for uppers. 


Form Plans to Boost 
Philadelphia 

PHILADELPHIA, Pa.—The Shoe Club 
of Philadelphia, at a recent dinner at 
Shoyer’s Restaurant, devoted the entire 
meeting to the formulation of plans to 
boost the Philadelphia market as a 
shoe buying center in the postwar 
period. 

An elaborate program to induce dis- 
tant retailers to “Buy in Philadelphia” 
is being planned, and a committee se- 
lected from the full membership pres- 
ent, is already at work. 


The meeting was presided over by 
Jerome Lutzky of Vanity Shoes, first 
vice-president. David J. Hunn of Hunn 
Shoe Co., acted as toastmaster. 








Guests included Wilfred Jordan, ex- 
ecutive director in charge of merchan- 
dising, Chamber of Commerce & Board 
of Trade of Philadelphia; Henry Gart- 
man, representing Eastern Jobbers & 
Manufacturers Association, both of 
whom spoke of the advantages of Phil- 
adelphia as.a trade center, and E. J. 
Kohlschreiber, treasurer of The Shoe 
& Leather Mercantile Agency, Inc. 





Stress Fit in Children’s Shoes 


Cuicaco—Marshall Field & Company 
are sponsoring a series of newspaper 
advertisements stressing the importance 
of proper fit in children’s footwear. A 
recent ad shows a child being fed 
against his will, with the statement, 
“You feed them their cereal and cod 
liver oil, but are you sure about their 
shoes?” Shoes advertised are from 
$3.25 to $6.50. 





Mrs. Gertrude Swinney 


CoLumBus, O.—Mrs. Gertrude Swin- 
ney, whose husband, Claude M. Swin- 
ney, is vice-president of General Shoe 
Corp., Atlanta, Ga., was killed in an 
automobile accident recently while en 
route from Atlanta to Miami, Fla. A 
native of Columbus, where Mr. Swin- 
ney was a former associate of the H. 
C. Godman Co. Mrs. Swinney moved 
to Atlanta seven years ago. 
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TAKS 


PLAYTOPS 






Style No. 715 


Children's Gabardine Cas- 
vol. Genvine Leather 
Soles. All White; White 
with Brown; Brown with 
White; Blue with White: 
Blue with Red; Red with 
Bie. Sizes 12 to 3. 


Price: $1.85 
















a and fancy-free, and the object 
of many an admiring glance from the small fry, the slickest 
chicks in America will romp and play and cut-a-rug in these 
Playtops by Fred Jacobs. Designed with the same genius and 
made with the same skill that distinguishes Fred Jacobs Play- 
tops for men and women, these casuals for children will move 
fast, once warm weather comes. For play, for fun and for 
dress-up and parties, too, there's a Playtop for every little 
girl in America. 













Style No. 700 


Children's Elk Leather 
Sandal. Leather Platforms. 









Block ‘Patent. Sizes 12 a 


3, half sizes. 


Price: $2.30 
















Children's Elk Leather 
Oxford. Genuine Leather 
Soles. California Construc- 
tion. a White, Red. 


Sizes 5 
Price: $2.30 


Style No. 735 


Children's Elk Leather 
Buc 











‘Price: $2.05 







* Orders accepted in case lots or Minimum Order 18 pairs of one style and color 
Terms: 2% 10 days, net 30, F.O.B. New York 











SHOE & SLIPPER CORPORATION © 200 CHURCH STREET. NEW YORK 15. N. ¥. 
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How Kalioning Cacaled, 
= Sale “Phug: 


Rationing led American customers into better shoe buying habits . 
because it proved the extra value that’s inherent in their better leather soles. Naturally, 
the dest leather soles are match-mated, assuring the evenest possible wear and 
flexibility .. . FIBRE-SORTING, the England-Walton way, gets shoes to 
_ Customers with pre-tested, superior matched soles. The trained “insight” of 
England-Walton sorters detects minute variations in the inner fibre construction of sole 
leather . . . meaning dealer and customer repeat orders for those manufacturers 
who specify FIBRE-SORTED soles. 





FIBRE-SORTING 


England- Walton Fibre-Sorting proved the extra plus in sole 
leathers with rationing. With growing market competition, it 
offers a vital sales feature. 









ENGLAND-WALTON 





set 2 
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Fibre-Sorted soles. Cut soles 


and sole leather. Pure oak bark tanned TERS 


h- a" soles = eve® flex- 

pl micrograpns © rev 
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ENGLAND-WALTON DIVISION eals 
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Boston Camden Peabody New York St Louis Columbus Milwaukee Ashland, Ky. 


Newport, Tenn. Hazelwood, N.C. 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 





Two National Shoe Fairs Slated for 1947 





Official Industry-Wide Showing of Fall Styles Will Be Held in New 
York April 27 to May 2 Next Year, According to 
Committee Announcement 


New YorkK—A Springtime National 
Shoe Fair, at which Fall footwear 
styles will be exhibited on an industry- 
wide scale, is to be held in New York 
April 27 to May 2, 1947, according to 
an official announcement last week by 
the National Shoe Fair Committee, 
composed of members of the National 
Shoe Manufacturers Association and 
the National Shoe Retailers Associa- 
tion, which organizations will jointly 
sponsor the new show as they have for 
some years sponsored the annual exhi- 
bitions held in the Fall in Chicago. 

Through the cooperation of the New 
York Convention and Visitors Bureau 
and the New York Hotel Men’s Asso- 
ciation, facilities of the New Yorker, 
McAlpin, Commodore, Biltmore and 
other hotels have been engaged for the 
Shoe Fair to be held here, which prom- 
ises to be the forerunner of a series 
of annual Springtime shoe showings 
under the combined auspices of the two 
associations. 

As a result of these arrangements 
the future pattern of the industry’s na- 
tional showings is expected to be an 
annual showing of Fall styles in New 
York in April or May, and a Spring 
shoe style showing as heretofore in Chi- 
= every year in October or Novem- 

r. 


The official press release announcing 
the New York shoe fair to start April 
27 of next year said in part: “For 
months the industry has been working 
on a balanced production and merchan- 
dising plan in order to build up histori- 
cally dull production and selling pe- 
riods. Shoe shows have been one of the 
many projects which have been under 
consideration in an effort to secure 
more orderly production and distribu- 
tion. 

“It was the opinion of the National 
Shoe Fair Committee that by holding 
two National Shoe Fairs a year, one 
in New York in the Spring and one in 
Chicago in the Fall, the objectives of 
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balanced production and merchandising 
could be more quickly reached. The 
New York Spring 1947 national shoe 
show will, therefore, provide an addi- 
tional incentive for both manufacturers 
and retailers to help achieve planned 
production and selling. 

“The National Shoe Fair activities 
of the industry in the past usually 
have taken place in the Fall of each 
year in Chicago. Announcement of the 
Fall show which will take place in Chi- 
cago the week of Oct. 27, 1946, was 
made a few weeks ago. The New York 
Spring, 1947, national shoe show will 

[TURN TO PAGE 154, PLEASE] 





Grosner Awarded 
Silver Medal 





Washington—VYolunteer workers with 
outstanding records in the War Finance 
Program have been presented with the 
Silver Medal Award by the United States 
Treasury Department. Gerald D. Gros- 
ner, proprietor of Grosner of 1325 F 
Street, was presented with the medal 
shown above. Accompanying if was a 
letter from the Treasury Department 
which stated that the medal was given 
in recognition of the achievement of an 
unsurpassed War Bond record for the 
Nation's Capital. 


More Wage Pacts Signed 
For Shoe Industry 


New YorK—Following in a general 
way the pattern of most of the wage 
agreements concluded in the shoe in- 
dustry since V-J Day, a number of ad- 
ditional agreements providing for in- 
creases in rates of compensation have 
been reached within the past few 
weeks. Some agreements have also 
been signed affecting the leather in- 
dustry and others are expected to fol- 
low as a result of negotiations that 
have been taking place. 

The Selby Shoe Company, of Ports- 
mouth, Ohio, has signed a new contract 
with the United Shoe Workers of Amer- 
ica, CIO, calling for a 10 per cent wage 
increase and a union shop. The con- 
tract, effective February 15, 1946, to 
April 30, 1947, specifies a minimum 
wage of 50 cents an hour for beginners, 
a 52 cent minimum after the first three 
months, and 55 cents after six months. 
Under the contract, non-union em- 
ployees must join within 30 days and 
new employees must join immediately. 

A number of manufacturers in the 
New England area have concluded new 
wage contracts with employees. _The 
Sam Smith Shoe Corporation of New- 
market, N. H., recently announced that 
effective April 1, minimum wage rates 
for personnel in the firm’s three fac- 
tories will be increased from 50 cents 
to 65 cents per hour after thirty days 
of employment. The new rate is ef- 
fective for present employees tHirty 
days prior to April 1. In addition to a 
paid vacation and Christmas bonus, 
this company also gives employees a 
complete, company-paid group life, ac- 
cident, health and hospitalization in- 
surance program. 

Another New England firm, the A. C. 
Lawrence Leather Company, Peabody, 
Mass., negotiating with the company 
union, agreed to an increase of five 
cents per hour in base rates with other 
adjustments in lower wage brackets. 
A total increase of 15 cents per hour 
in base rates has been granted by this 
firm since V-J Day. 

In Wilkes-Barre, Pa., the Anthony 
Shoe Corporation has signed a contract 
with the Boot and Shoe Workers’ 
Union, AFL, granting employees a 

[TURN TO PAGE 158, PLEASE) 





WE ALSO MANUFACTURE AND STOCK 


A COMPLETE LINE OF 


Sponge Rubber Metatarsal Pads 
Instep Cookies 

Molded Leather Shells 

Felt and Sponge Rubber Heel Pads 
Shoe Polishing Brushes 


Style FC-40: Top quality strap leather top, cellular rubber body, 


brown suede bottom 


VOSBURG FOOT APPLIANCE CO. 


$18.00 doz. pairs 


Write today for a run of sizes and for 
our catalogue R-15 


1616 LAVACA ST. 


AUSTIN TEXAS 





Detroit Retailers Elect Officers 


New officers of the Detroit Retail Shoe Dealers’ Association. Standing, left to right: 
Sam Plotier, secretary; Leonard Hack, president; Seated, John Malloy, vice-presi- 
dent; Adolph Goetz, treasurer. 


Detroit, Micu.—Leonard Hack be- 
came a leader of the second generation 
in the Hack family to gain a prominent 
place in the Detroit shoe industry 
when he was elected president of the 
Detrvit Retail Shoe Dealers’ Associa- 
tion on March 13, succeeding C. Guy 
Dixon of the J. L. Hudson Company. 
Leonard Hack is the son of Nathan 
Hack, veteran vice-president of the 
Michigan RSDA, and founder of the 
Hack Shoe Company, who is currently 
in California, upon his first extended 
vacation in many years. 

Elected to serve with Leonard Hack 
were John Malloy, Ernst Kern Com- 
pany, vice-president; Samuel Plotler, 
Original Sample Shop, vicepresident, 


and Adolph Goetz, Russek’s, treasurer. 


Elected as directors were: C. Guy 
Dixon; Stuart J. Rackham, Rackham’s, 
Inc.; Fred Sherman, Sherman’s Shoes, 
and J. D. McSweeney, Tread-Easy 
Shop. ° 

Installation was held at a luncheo 
at Cliff Bell’s Cafe, at which a. talk on 
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New and old presidents of the associa- 
tion. Leonard Hack, left, is congrata- 
lated by C. Guy Dixon, retiring president. 


the theme that the industry should 
“keep the sights upon the employment 
situation, not unemployment,” was 


given by Jay D. Runkle, of Crowley 
Milner and Company. A talk on spe- 
cialized footwear merchandising was 
given by H. M. Love. 


Issue Directory 
Of Manufacturers 


ATLANTA, GA.—A comprehensive di- 
rectory of Georgia manufacturers, pre- 
pared for the Agricultural and Indus- 
trial Development Board of Georgia by 
its research staff, has been issued. The 
directory lists the names of all manu- 
facturing enterprises in the state, the 
city and county in which they are lo- 
cated, the type of product manufac- 
tured and the approximate number of 
employes. 


Offer Courses in Retailing 


New ORLEAN, La.—Courses in retail 
selling, store operation and manage- 
ment will be offered for adults at the 
L. E. Rabouin vocational school here. 
They are jointly sponsored by the city 
school board and the state department 
of education. 

Among the courses are departmental 
—including sales promotion, merchan- 
dising, markup and markdown, buying 
plans, price policies, receiving and 
marking. Other courses are on house- 
keeping, store fixtures, personnel man- 
agement, shoe selling and receiving. 


Shoe Store Remodeling 


ANDERSON, IND. — The Big Shoe 
Store, here, is being given a general re- 
modeling to modernize the front and 
interior and to provide more and better 
room for displays and sales. 


New Partnership Formed 


MARION, IND.—A partnership has 
been formed to operate the Lasky’s 
Shoe Store, here, with the following as 
partners: Harry Lasky, LeRoy Jacobs, 
Sidney Jacobs, Leonard Lasky and 
Shirley Lasky. 
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* Promoted in every 


leading fashion publi- 


cation to make your 


promotions sure-fire 


red by all stores 


nal advertising is 


; Showrooms 
Visit Desc? © 47 to April ve 610 


, Apr 606 
In Boston _—Rms. 
4 Hotel Stotles | 28 to Moy ? 692 623 
kare tel—Res. O21 
New Yorker 


FACTORIES: SHOWROOMS: 
Long tslend City, N.Y. Auburn Me New York, Marbridge Building Chcage Republi Building 
Brooklyn, N.Y. Webster, Mow. Los Angeles Moos Building 


DESCO SHOE CORP. «+ outdoor and indoor casuals +» 47 West 34th St., New York 1 
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The Heywood Shoe has retained 
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its partnership with some of 


America’s finest men’s shops for 83 years. Typical of the roster of 
leading stores who offer the Heywood Shoe are Kleinhans in 
Buffalo, Boyd's of St. Lovis and Gano Downs, Denver. Heywood is 
proud to associate with these outstanding establishments. 
Heywood is proud to deserve the continued confidence of 
these discriminating shoe experts. Heywood quality will 


continue to inspire their good faith, and 
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yours! 


BEN ORLICK 


New Yorx’s Live Wme 


AT ONCE DELIVERY 
Miami's Best Selling Play Shoe 
California Process 

Eyelet Nailheads 


$3.12 


Net 10 days 





18 or 36 pair lots SIZES 4/8 er 5/9 


1711 Smooth White Leather 
1716 Plastic Patent Leather 
1712 Brown Elk Leather 

1713 Beige " 6 

1714 Blue "™ ” 

1715 Red" " 


134 W. Broadway, New York 13, N. Y. 











GREELEY, COLO.—The above photo sh 


ows (center), Ernest Florio of the Greeley 


Dry Goods Shoe Department, who donated 800 pairs of footwear to the Victory 


Florio came to this 


country from Italy 20 years ago to work 


He became a citizen, went into business for himself, and now 


two departments of his own. 
Oliver, Junior Chamber of Comme 


Pictured at left is Chuck Lott, and, right, 
rce Committeemen who accepted the gift. 


Group to Sponsor 
Indiana Show 


INDIANAPOLIS, IND.—Over 125 manu- 
-acturers are expected to be repre- 
sented at the 24th Annual Fall Shoe 
Convention, sponsored by the Indiana 
Shoe Travelers Association. The show- 
ing will be held May 12 and 18 at Mu- 
rat Temple, the second shoe show held 
here since the end of the war. 

Newly elected officers of the Indiana 
association are: president, Hez Thomp- 
son, Jr.; vice-president, C. E. Larson; 
secretary, Hillary B. Thrall; and trea- 
surer, R. F. Crosskopf. Members of 
the board of directors are Hez Thoffip- 
son, Jr., Frank M. Brown, H. H. Smelt- 
zer, Ed P. Bayless and Carlton F. 
Klauss. 


Erie Group Elects Officers 


Erte, Pa.—New officers of the Erie 
Shoe Retailers’ Forum are president, 
C. H. Schnatter of L. Press and Com- 
pany; secretary, J. C. Dudley of Kin- 
ney’s Shoe Store; and treasurer, Irving 
Vogel of Irving’s Shoe Store. A special 
speaker’s committee consists of R. E. 
Weschler, Nate Friedman, and Louis 
Meeker. The forum was organized in 
1945. E. L. Kimmel is the retiring 
president. 
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and out spilled — 
her first lipstick... a compact... a bar of candy 
.».@ grocery shopping list... a sugar stamp and 
some left-over red tokens. Some pictures she took 
.--some letters she saved ... old movie stubs... her 
comb ... her hanky . . . her fountain pen tumbled 


out too. And that's not all—for Teena’s purse was 


stuffed with a keychain ...a bankbook ...a good 


luck gadget and a wallet with money enough to 
buy records, school supplies, lunches, a new spring 


blouse and a copy of her favorite magazine — 


* 875,000 and still growing! 








Vow! 
Better! 


PRIMEX 
- SHOE 
FITTER 


%& new post-war x-ray 
circuit 


%& new compact size 
%& new safety and protection 
%& new streamline style and beauty 


low-cost operation. 


goods returned because of alleged misfits. 


Install a Primex . 
fied customers. 


135 S. La Salle St. 





*& Ali—at a new low price 
Plus a 2-year guarantee 


Because of its new postwar x-ray circuit, Primex reduces tube 
breakdown due to heat and overstrain. This means trouble-free, 


Primex undoubtedly will be imitated—but never surpassed. It 
speeds buying decisions, lowers sales resistance, lowers loss on 


. - for quicker sales, more sales, more satis- 


Write for full information! 


PRIMEX EQUIPMENT COMPANY 


Chicago 3, Illinois 


a 





1/3 Lower Platform 
for Added Conven- 
jence and Safety. 


Delivery 











wt 


Immediate 


Colors: 
Also available in 
Misses’ sizes 12-3 
Women's sizes 4-9 


See Us at Your Regional Show 


GERDA 


GERDA sean 


Number 5650—Children's richly embossed 
All Leather Sandals. 
Leather Soled... 


RACHAS 


$1.35 


Per pair 


Sizes: 5-11 


Brown, Beige, Red, White. 


$1.50 
$1.60 


COMPANY 


156 DUANE STREET - NEW YORK 13, NY. 





Retail Sales High 
In California 

Los ANGELES, CALIF.—In a summary 
of business conditions in Southern Cali- 
fornia by the research department of 
the Security-First National Bank of 
Los Angeles retail sales were well 
maintained during January, continuing 
at about the same high level as during 
the Christmas season. Department 
stores in the Los Angeles area showed 
sales increases averaging 11 per cent 
as compared with January, 1945. Re- 
tail sales volume has reached new 
peaks in Southern California since the 
end of the war in spite of reduced in- 
dustrial payrolls. 

Unemployment of serious propor- 
tions has not developed. Thousands of 
positions remained unfilled in busi- 
nesses of all kinds throughout Southern 
California. 

More population, not less, is the post- 
war picture for this section. During 
the last four months of 1945, popula- 
tion increased by 90,000 persons. The 
rate of population increase currently is 
greater than at any time in the his- 
tory of this area except at the peak of 
the boom of the early 20’s. Present 
permanent population totals nearly 
5% million. 

Construction of homes and commer- 
cial and indutrial facilities has more 
than doubled in volume since V-J Day. 
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Test Your Boot and Shoe I.Q.! 
Footwear in Proverbs 


Below are an even dozen Scrambled 
Proverbs from many nations. Your job is 
to rearrange the words, putting them in 
the original word order. 

Count your answer right if you get 
the sense of the proverb, even though 
not the exact word order. Score ten 
points for each correct answer. You're 
Footwear Wise if you get 90 or over; 
you are doing O.K. if you make 70; but 
if you make less than 50, you flunk the 
exam! 


1. If you wear the shoe, if fits! 

2. Who is the shoemaker's worse shod 
than the wife? 

3. All of a nail horse-shoe was want 
for lost! 

4. It is better to die in bed than to die 
in your boots. 

5. Those know the shoe best who wear 
where it pinches. 

6. The stick should last to his shoe- 
maker. 

7. | met a man who had no shoes, and 
murmured, ‘til | had no feet. 

8. The first shall be first, and the last 
shall be last. : 

9. You cannot shoe the same foot on 
every put. 

10. Do not pass your sandals as you 
stoop to adjust a melon field. 

11. You cannot pull up your own boot- 
straps by yourself. 

12. You're no better off at all with shoes 
than with old shoes. 


[ANSWERS ON PAGE 160] 


Prepare for Southeastern 
Shoe Show 


AuGusta, Ga.—Over 1500 merchants 
and buyers are expected to attend the 
Fall exhibit of the Southeastern Shoe 
Travelers, Inc., May 5 through May 
8. At least 300 rooms will be available 
in the Sheraton Bon Air, famous re- 
sort hotel in this city. Overflow of 
guests will be cared for by civic groups. 
Hotel reservations are being handled by 
the Augusta Chamber of Commerce. 


Resigns from 
Montgomery Ward 

New York—Robert H. Fesler has 
resigned as manager of the shoe divi- 
sion of Montgomery Ward. The posi- 
tion entailed management of both mail 
order and retail branches of the com- 
pany’s shoe business, and covered all 
phases of buying, catalog preparation, 
retail distribution, and merchandising. 

Mr. Fesler had been with Montgom- 
ery Ward since 1941 after a seven year 
association with the Florsheim Shoe 
Company in Chicago. He has no im- 
mediate plans for the future. 

Successor to the New York position 
is Vernon C. Power who has been with 
Montgomery Ward since 1928. Prior to 
three years of Navy service, Mr. Power 
was, for ten years, an assistant to the 
divisional shoe manager. 
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for TEEN AGERS 


AVAILABLE 
IMMEDIATELY 


For Summer! Fast-moving teen-agers will 
make fast-moving saddle oxfords if the new 
Gro-Cord composition soles and heels are 
featured. They're style-right to appeal to all 
girls. They wear right and are non-marking 
to get mother’s and dad's okay, too. 


Available in red or brown for all sport 
casuals or any style that’s meant to get the 


eye of the bobby-soxers. Browns are buffed 
or smooth. 


For extra sales, specify GRO-CORD . . . the 
best-known sole in the U. S. A. 


Look at this selection of national magazines that reach 
more than 8,000,000 shoe buyers. This sole will be fea- 
tured in SEVENTEEN to the girls that insist on the newest 
and best. When you point to the Gro-Cord sole, you'll 
clinch the sale. 


GRO-CORD RUBBER CO., LIMA, OHIO 


Cable Address: “Wespextian New York,” for oll expert information. The Westex 
Compeny, inc.. Gro-Cord Export representatives. 





PROMENADE SWINGS. 
SPRING WIT Ag 


"from old, Mexico comes thle Bic 
“conditioned hit. Every slick chick 
_ must have a pair or she just ain't 

in the grooy ‘em happy by 





orderin ° a 
R me. BRONZED BABY SHOES 


rt 1, practical gift idea — baby’s 





NO. 900 
WOMEN'S GENUINE 


MEXICAN HUARACHE | Single shoe, 
All Leather Uppers unmounted 
Hard Leather Soles Pair of shoes, 

Split Leather innersole 





118 WEST BROADWAY - NEW YORK 18, N.Y. 


sizes: 3—9 bronzed book ends . . 


ROMENADE SHOE (orp. 


$1 85 “ Dealers all over the country are joining the CLEMETCO 
” A, 1A : 

® shoes preserved forever in bronze by the famous 

| CLEMETCO process carry c printed lifetime guarantee. 


Prices below at retail allow approximately 


40% for dealers 
Pair mounted on marble 
desk set with pen. . . 8.50 


Pair mounted on 
marble book ends . . 11.95 


Pair mounted on metal Single shoe on metal 


.6.95 bronzed ash tray .. . .4.95 


For FREE SAMPLE Bronzed Baby Shoe and Displays . . . Write To 


Department B 





Former Shoe Man Visits Swiss GI Day lini 





Zurich, Switzeriand—Lt. A. J. Massey, formerly of the Wohl Shoe Company, 
St. Louis, Mo., peys a visit to the G.I. Day Room in the Doelkder de Luxe 
shoe store, here. With him are W. M. Wittsteck-Bally and Max P. Fiedler, direc- 
fors of the Bally retail company, whe set up the room for the convenience of 
American troops on furlough in Switzerland. ” noth cre members of the N.S.R.A. 





Madeline Brenner The funeral took place in San Fran- 
cisco. Mr. Brenner is one of the well 


Los ANGELES, CAL.—Madeline Bren- known traveling shoe men on the West 
ner, wife of Sol Brenner, passed away Coast and has the sympathy of his host 
in Palm Springs after a long illness: of friends. : 


Big Attendance at 
Monthly Showing 


DerroiTr, MicH.—Attendance at the 
March Monthly Shoe Days sponsored 
by the Michigan Shoe Travelers Club 
at the Hotel Statler was exceptionally 
heavy, inspired by the grave short- 
age of shoes in nearly all lines, and the 
need of merchants to stock up at once 
for Spring selling. 

General comment was that the retail- 
ers were looking for shoes that just 
weren’t available. With retail shelves 
in general going bare, the demand has 
reached a critical point because of the 
continued shortage of stock. 

In especial demand were patent and 
black kidskin, with white leathers fel- 
lowing. Gabardines sold well, chiefly 
because of the shortage of leathers, 
with all colors favored about equally. 
Market was frankly a runaway type, 
with travelers reporting shoes that 
would normally be “a drug on the mar- 
ket” selling readily. The gabardines, 
incidentally, were being bought in vol- 
ume for the Easter trade. 

In the men’s shoe field, the stock sit- 
uation is extremely critical, with all 
types of shoes disastrously short. On 
children’s shoes, the situation is a little 
better, and easier than it was a few 
months ago. 
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Petiple=— wher- 

toe ree Celastic 

answers the need of the shoe manufacturer 

for cazeful definition of toe outline. It’s the 

responsiveness of Celastic to the toe lines of 

the last, its structural strength, that make 
Celastic important to toe styling. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





SANI-WHITE 


LIQUID SHOE POLISH 


for 


WARM WEATHER 


PROFITS 


@ Here's the fastest repeater 
in white shoe polish on the 
market—sells for 25¢ and 
will please your customers. 


Ideal for children's and 





grownup's shoes — does not 
rub off excessively, is sani- 
tary, combats odors. Orders 
filled promptly. 


VISIT HOLLYWOOD 
At Fall Opening 
Shoe Show 
New Yorker Hotel, 
April 28-30 
7th floor lobby, also 
727-728 





HOLLYWOOD POLISH CO. | 


NATIONALLY ADVERTISED 


107-32 Van Wyck Bivd. 
Richmond Hill 19, N. Y. 


Mfrs. of Skuf-Shine, Brushless, Hollywood White, | 


Bootmakers Stain in all colors, Neutral Cream | 


Shoe Store Moves 


SPRINGFIELD, ILL.—The Dan Cohen 
Co., retail shoe store, is now located at 
609 East Washington Street, opposite 
the Strand Theater. The store was 
formerly located at 509 East Washing- 
ton. 


Taking New Location 


SPRINGFIELD, ILL.—The Siebert Shoe 
Store, 220 South Sixth Street, is mov- 
ing to 324 South Fifth Street. The 
move, which comes after 42 years in 
the same location, is occasioned by a 
series of property changes in down- 
town Springfield, according to F. P. 
Siebert, operator of the store. 
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and Saddle Cream 


Declare Quarterly Dividend 


CoLuMBus, O. — Directors of the 
Schiff Co. declared the regular quarter- 
ly cash dividend of 25 cents a share on 
no par common shares, payable March 
30, 1946, to holders of record March 15. 

Edward E. Schiff, secretary of the 
firm, said the dividend was paid on 
the 74,250 common shares issued March 
6, 1946, as a share dividend (consid- 
ered to be in the nature of a split up) 
of one common share for each two com- 
mon shares outstanding, as well as on 
the 148,500 common shares outstanding 
prior to issuance of the additional 
shares. 





Dates to Remember 


St. Louis Fall Openings, St. Louis Shoe 
Manufacturers’ Association. 
March 31-April 3, 


Monthly Shoe Show, Michigan Shoe 
Travelers Club, Hotel Statler, Detroit, 
Mich. April |, 2, 


Advance Fall Openings, Guild of Better 
Shoe Manufacturers, New York City. 
Week of April |, 


Boston Shoe Market Week, New England 
Shoe and Leather Association, Boston, 
Mass. April 7-11, 


Advance Showing, Fall and Winter 
Styles, Boston Shoe Travelers’ Asso- 
ciation, Parker House, Boston, Mass. 

April 8-12, 


Midwestern National Shoe Travelers’ 
Associaticn, Paxton Hotel, Omaha, 
Neb. April 20, 21, 22, 23, 


Shoe Show, Northwestern National Shoe 
Travelers’ Association, St. Poul Hotel, 
St. Poul, Minn. April 27, 28, 29, 30, 


Fall Show, Central States Shoe Trav- 
elers' Association, Muehlebach and 
Phillips Hotels, Kansas City, Mo. 

April 28, 29, 30, 


Shoe Manufacturers’ Fall Opening Hotel 
New Yorker, New York City. 
April 28-May 2, 


Mid-Summer Shoe Fair, Shoe Travelers’ 
Association of Chicago, Morrison 
Hotel, Chicago, Ill. May 4, 5, 6, 7, 


Southeastern Shoe Travelers’ Fall Show- 
ing, Sheridan Bon Air Hotel, Augusta, 
Ga. May 5, 6, 7, 8, 


Fall Shoe Show, Southwestern Shoe Trav- 
elers Association, Adolphus and Baker 
Hotels, Dalias, Texas. May 6, 7, 8, 9%, 


24th Annual Sales Convention, Indiana 
Shoe Travelers’ Association, Shrine 
Temple, Indianapolis, Ind. May 12, 13, 


lowa National Shoe Travelers Associa- 
tion, Hotel Fort Des Moines, Des 
Moines, lowa. May 12, 13, 14, 1946 


Fall Shoe Show, Pennsylvania Shoe Trav- 
elers’ Association, William Penn Hotel, 
Pittsburgh, Pa. May 18, 19, 20, 21, 1946 


Foot Health Week. May 18-25, 1946 


Fall Shoe Show, Mid-Continent Shee 
Travelers Association, Skirvin Hotel, 
Oklahoma City, Okla. May 19, 20,21, 1946 


Shoe Show, Associated Shoe Travelers, 
Plankinton Hotel, Milwaukee, Wis. 
June 9, 10, if, 1946 


Shoe Show, Tri-State Shoe Travelers’ As- 
sociation, Hotel Statler, Buffalo, New 
York. July 7, 8, 1946 





Correction 

The price of style No. 500 in the 
Fred Jacobs advertisement in the 
March 15th issue of the RECORDER 
should be $2.25. The price was given 
incorrectly in the ad. 
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Specialize in Women’s 
Sport Shoes 


RockrorD, ILL.—What would you do 
if you arrived in a city of 100,000 popu- 
Jation, looking for a shoe store location, 
and found a room 13 feet wide and 75 
feet long in the heart of the downtown 





1¢s Atweys GALE’S tor 


SPORTS 


Follow the crowd! 
Get more value for 
your money A 
grand selection of 
styles in all sizes 
Come here first. 


GALE’S = ti2sue 


betes "Rockford’s Smartest Shoe Store™ 











This is the type of ad which Gale's has 
used for three years, changing only the 
shoe styles to be shown. 


shopping district, with a’ block-long 
competitive store next door carrying 
shoes for all members of the family? 

Max Field, owner of Gale’s shoe store 
at 112 South Main Street, here, faced 
this situation one morning in January, 
1989. He saw at once that it would be 
futile to compete with this and half a 
dozen shoe stores within the radius of 
two city blocks that could offer much 
wider selection than his small quarters 
would provide. Therefore, he decided to 
specialize. 

Mr. Field wanted his store to be out- 
standing in some particular field. If he 
could carry more stock and more com- 
plete size ranges than any of his com- 
petitors, in some particular line of 
shoes, he felt that he would be sure to 
succeed. He selected for his field 
women’s oxfords and loafers, catering 

ly to school girls of 11 to 18 years, 
to working girls. 

Prior to the war, Gale’s stocked at 
all times upward of 35 styles in sport 
thoes, with a full size range in each 
style. Mr. Field finds the demand for 
brown and white and brown oxfords 
about equal. 

He has found that where sport shoes 
are concerned, customers buy faster. 
Most of his patrons wear sport shoes 
almost exclusively and have definite 
ideas of what they want. It is simply 
& matter of having their size in the 
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WHEREVER YOU FIND 










































rtcn0s the Nation a Sales Sensation { 


A proud product of men who pioneered this revolutionary Flexible Cali- 
fornia Process, Hobby Nobbies are made with cork platforms, quality 
leather soles, and moderately scooped wedges. 



















DISTRIBUTORS 
Wm. Asher Shoe Co., Haas Bidg., Cc. W. Marks Shoe Co, 41 S$. Wells St. 
219 W. 7th St., Les Angeles, Cal. Chicago, tl. 
Cambria Shoe Co., Johnstown, Penn. The May Company, 200 Church St. 
Lane Brothers, 555 Atlantic Ave., Boston, Mass. New York City 
Betty Lee Shoes, 109) E. Mh St., A. Meltzer, 28 N. 4th $t., 
Austin 21, Texas Philadelphia, Pa. 





HOBBY FOOTWEAR, INC. srowx ss, new york 


| ON DISPLAY, HOTEL STATLER, BOSTON, APRIL 7 TO 11, ROOM 642 















style that appeals to them. Customers Gale’s is a salon-type store with all 
who wear novelty shoes do more “shop- stock concealed. A row of seats lines 
ping around” and require more atten- each side of the narrow store. The 
tiou, shelves for hosiery, glass cases for dis- 
“We carry a tremendous inventory at playing handbags and the wrapping 
all times,” Mr. Field says. During the counter are at the front on the left of 
war years, it was difficult to maintain the enrance. A display window spans 
the usual variety of styles, but the store the front of the store. During the 
endeavored to keep up its reputation Spring and Summer seasons the win- 
of having sizes to fit everybody. The aows are devoted almost entirely to 
store over a period of seven years has sport footwear, with a sprinkling of 
built such a reputation of always hav- novelty shoes. It is a fixed policy to 
ing complete stocks that with 75 per change window displays weekly. 
cent of Gale’s customers it is a “one For practically three years, Gale’s 
stop” store. They reason that if Gale’s have used newspaper advertising copy 
doesn’t have it, they would be unable to with identical wording, changing only 
find it elsewhere. the styles pictured. 





































































































a great name 


We A rwe | announces 


a great new 


line of Teen Age play shoes 


Depend on Wearwell to bring you specialties that really click when they are 
right at the height of their popularity. Case in point—this grand new line 
of play shoes, styled just the way the ‘teen age crowd demands them. And 
they can be sold profitably at $4, $5 and $6. 


No. 1436 PORTHOLE 
PERFORATED PUMP 
‘Crushed Side Leather 


Blue or White 
latforms to Match 


SIZES: 4 to 9 
RETAILING at 
$4.00, 
$5.00 


and 


$6.00 


No. 2406 SIDE 
SWEEP SANE 
oe Etk, Red Platt 





reen, Green Platt 
White, White Platform 


No. 2500 PERFORATED 
Red Crushed Side Leather 
No. 2502 White Crushed 


Platforms te Mateh 


Ne. 1430 
ATOMIC SANDAL 
Side Leather 
Red, Blue, Green, 
White, 
Platforms to Match 


Wearwell Shoe Co. Inc. 


138-140 Duane Street 
NEW YORK'S LEADING 


New York, N. Y. 


‘TEEN AGE AND JUVENILE HOUSE 





F. E. Foster to 


Enlarge Quarters 

Cuicaco, Itt.—F. E. Foster Co., lo- 
eated at 164 Michigan Ave., Chicago, 
plan to begin work in April to enlarge 
and modernize their present quarters. 
Added space will be achieved by the in- 
stallation of a mezzanine floor where 
their offices will be located. The pres- 
ent ground floor will be divided into 
two distinct sections to take care of 
women’s and children’s footwear. The 
latter department will be moved to the 
rear of their present location where the 
executive offices are now housed. Mir- 
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rored panels will be installed here and 
seating space for 25 is planned. Ap- 
proximately 700 sq. ft. will be utilized 
for selling and stock space. In this chil- 
dren’s section an accessory bar will be 
installed, a new departure here for un- 
til now only women’s accessories have 
been carried at Foster’s. 

By placing the children’s department 
further to the rear, additional space is 
thus made available for the women’s 
section. The accessory bar here will be 
enlarged to carry a more diversified 
line. New lighting fixtures and show- 
cases are included in the plans. The 
store hopes to have the newly arranged 
shop ready by early June. 





J. & J. Slater | 
Open New Store 


East ORANGE, N. J.—J. & J. Slates 
have opened a new store on Central 
Avenue in the Brick Church section, 
here, after an eight year absence from 
this city. A J. & J. Slater store way 
operated on the same street from 1999 
to 1988, 

The interior of the new establish. 
ment is 100 by 20 ft. of which 65 ft. is 
selling space. The store is modern jp 
every respect with simplicity the key. 
note of design. Two large plate glass 
windows separated by a glass door give 
visual access from the sidewalk. Con- 
ventional display windows have been 
omitted completely. Instead, footwear 
is displayed on two, heavy glass tables 
flanking the entrance. Walls are light 
pink and the ceiling light green. Up. 
holstered furniture along both sides of 
the room is also in green. A concealed 
stockroom, readily accessible, has a 
capacity of 4000 pairs of shoes. Light- 
ing is furnished in part from the Lord 
Louis chandelier, a famous museum 
piece. 

Lawrence Horan of the New York 
store and John Slater, 85-year-old pres- 
ident of the company, were in atten- 
dance throughout opening day. 

Oscar Bruskin, who-has been with 
J. & J. Slater for 18 years and makes 
his home in East Orange, is the mana- 
ger of the new store. 


Army-Navy Procurement 
Transferred to New York 


NEw YorK—In a move designed to 
further the principle of co-ordinated 
procurement of all common items by 
the Army and Navy, the Army Quar- 
termaster Purchasing Office in New 
York, in addition to its task of buying 
textiles and clothing, has officially 
taken over the procurement functions 
of the Jersey City Quartermaster 
Depot. 

The entire Procurement Division of 
the Jersey City installation is being 
moved to the Army-Navy Purchasing 
Offices at 111 East 16th Street and 
involves the transfer of about 500 mili- 
tary and civilian personnel to the com- 
mand of Col. Thomas W. Jones, Com- 
manding Officer, QMPO, New York. 

Operating in close co-ordination with 
with the Navy Purchasing Office in 
the 16th Street location, the same con- 
tracting officers and civilian buyers 
who carried on in New Jersey will exe- 
cute their assigned duties in New York. 

All branches of the Jersey City Pro- 
curement Division, of which Lt. Col. 
James V. Demarest is the Director, are 
being brought to New York. These in- 
clude Buying and Production, Legal, 
Contract Termination, and Procure- 
ment Services. 
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THE SHOE RETAILER’S 


SURE-FIRE 
GOODWILL 
BUILDER 










ASK FOR CATALOG 25A 


tHE Lederer 


Write for our 
newest 
trated catalog 
of souvenirs and 
advertising nov- 
elties for boys 
and girls. 


INDUSTRIES, 


SUPPLYING ADVERTISING WOVELTIES 


illus- 













No. 64 COMICS 


Always large assortment on hand. All 10¢ retailers. Each 
booklet carries a complete and exciting story fully illustrated 


in color. For boys and girls. 
Price, no ad, 288 (min.) 4%¢ each in any quantity 


Inc. 


39-45 WEST 19th STREET - NEW YORK 11, N. Y. 
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Detroit, Micu.—Plunkett Brothers, 
operating a specialty store carrying 
men’s and women’s stores on Park 
Boulevard, have doubled their store 
space, taking over the former single 
store next door, and have made a 
spacious modern store out of their lo- 
cation following complete remodeling. 

Front of the new store is character- 
ized by windows flush with the street, 
as are twu doors, giving the store a 
double entrance appeal. Front is fin- 
ished in brown trim with the windows 
themselves marked by panels under the 
display floor level of black with gold 
lettering for store specialties. This 
gives the store four main windows for 
display purposes. 

The store display space is 35 x 40 
feet. Store is located in the Women’s 
City Club, only major women’s organi- 
zation in the city, and has the advan- 
tage of drawing many thousands- of 
the leading business as well as society 
women of Detroit to the spot weekly. 

There is a special rear entrance fac- 
ing onto the lobby of the club building, 
opposite the elevators. A separate dis- 
play window adjoins this, matching the 
street windows in design, but designed 
to appeal to the feminine shopper. In 
addition, there is a separate shadow 
box display case located in the lobby 
of the building in which are shown 
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Detroit Firm Doubles Store Space 


additional shoe and accessory items. 

The interior is spacious, partly as 
the result of high ceilings and the gen- 
eral decorative scheme. Walls are hard- 
rubbed maple panels in natural finish, 
to a height of seven feet. Above this, 
there are alternating panels in two- 
tone tan and green, alternately in dia- 
mond and large stripe patterns. Each 
panel, however, is a solid block of color, 
tan or green. The tan panels are set 
out from the wall with concealed 
fluorescent lighting behind them. 

The ceiling is light gilt, with two 
large maroon panels, apparently sus- 
pended, concealing indirect fluorescent 
lighting fixtures. In the center is a 
wide structural beam housing a num- 
ber of incandescent light fixtures, giv- 
ing a balanced lighting effect. 

Carpeting is a large floral pattern 
in squares, in Chinese hooked rug style, 
in neutral shades. 

Occasional chairs are used for cus- 
tomers, upholstered in bright red 
leather, with natural finish maple wood- 
work. These are arranged informally 
in three semi-ovals. Fitting stools 
match the chairs. 

There are six full-length mirrors at 
strategic positions. There is a large 
square structural column, near the cen- 
ter rear of the store, flanked by open 
display cases on three sides, and a semi- 


circular show case on the front, for 
hosiery and hand bag displays, featur- 
ing a neat, modernistic hosiery bar. 
A men’s hosiery bar, including ac- 
cessories, is installed at the front of 
the store, midway between the two en- 


trances. Since both entrance doors are 
flush with building line, there is no 
vestibule, and the store gains in size 
accordingly. 

Two shadow boxes are installed, one 
in the center of each side wall. Un- 
usual appearance of the store is en- 
hanced by the offset construction of 
the lower wall panels, which provide 
entrances to the service departments. 
All stock is concealed. 

Present remodeling is the result of a 
serious consideration of the possibility 
of moving this store from Park Ave- 
nue to Washington Boulevard, where 
the city’s class specialty stores are con- 
centrated. It was decided, however, 
that the value of the good will built 
on Park Avenue during the past 
eighteen years justified spending the 
money necessary to remodel] the store 
and retain the original location. It is 
at the upper end of the downtown shop- 
ping district, and, in general, must at- 
tract customers to the neighborhood on 
the prestige of the store’s own drawing 
power, rather than the effect of con- 
centrated traffic right in a shopping 
center. The Plunketts decided, accord- 
ingly, to go all out for more business 
in the style field, and have laid out 
their new store to justify this increase. 
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MEN'S 
LEATHER SOLE 
SLIPPER SANDAL 


, In Stock — immediate Delivery 
: See them at your 


SELLING FEATURES 
1. All Leather Sole 
2. Colors Brown or Blue 
3. Fine Leatherette Uppers 


Sizes: 6—12 





Riding Boots 


Jodhpurs 


J. M. CONNELL CO. 


Parker House, Boston 


New England Shoe Market Week 


J. M. CONNELL CO. 


So. Braintree, Mass. 


and 


by 


at Room 418 








About Shoe People 


Dean S. Clough of St. Johnsbury, Vt., 
has announced that he will open a shoe 
store shortly in the Brunelle Block on 
Railroad Street. He recently resigned 
as manager of the shoe department of 
the Hovey store. Coming to St. Johns- 
bury from Rochester, N. H., he was 
manager of the United Shoe Store for 
five years. Becoming associated with 
Carl D. Hovey, he was the instigator 
of the Hovey shoe department and has 
been acting manager for the past 12 
a +  -2 


Lynn Franklin, former men’s shoe 
buyer for Sibley, Lindsay & Curr Co., 
Rochester, N. Y., who returned there in 
November after extended service in 
the Army, has been appointed New 
York state representative for Roberts, 
Johnson & Rand, a branch of Interna- 
tional Shoe Company, St. Louis. He 
will make his headquarters in Roches- 
ter. 

. * * 

Leonard Weidemiller, vice-president 
of the New York State Shoe Retailers’ 
Association, who is shoe buyer for the 
National Clothing Company, Rochester, 
N. Y., is convalescent following an 
operation at Genesee Hospital in Ro- 
chester. 
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Roy Thistlewaite, proprietor of 
Thistlewaite’s Shoe Store, Helena, 
Mont., has announced the return of 
one of his shoe salesmen, Bud Mul- 
vaney. Chief Warrant Officer Mulvaney 
has served in the United States Army 


for five years. 
. > 


Evan B. Walker was elected chair- 
man of the board of directors of the 
Marott Shoe Store, Inc., at a board 
meeting in Indianapolis. He is also a 
member of the board of directors of 
Butler University which received one- 
half of the stock of the Marott store 
as a gift of the late George J. Marott. 
Lewis H. Noble, president of the 
Marott Shoe Store Corporation, was 
elected vice-chairman of the board, and 
Aubrey L. Cox, secretary of the cor- 
poration, will be secretary. 

. + . 


As a novelty Raeburn Dickerson, 
manager of the J. C. Penny store, 
Brazil, Ind., displayed several pairs 
of shoes that were popular in the “Gay 
Nineties.” Several pairs had high 
heels, pointed toes, with tops button- 
ing nearly to the knees. Others were 
button oxfords. He was surprised to 
receive a C.0.D. order from a woman 


in Sacramento, Cal., who had seen 
them while motoring through here. 
* ~ + 

Frank Hicks, formerly of Buford, 
Ga., has been named manager of 
Baker’s Shoe Store, Atlanta, Ga. Mr. 
Hicks began with the firm in 1940 as 
a salesman. He was discharged from 
the Army after having been wounded 
on Guadalcanal, and returned to the 
store as assistant manager in Septem- 
ber, 19465. 

+ . + 

Aubrey J. Weil, president of the 
Weil Shoe Store, New Orleans, was 
elected a director of the Carrollton 
(New Orleans) Business Men’s Asso- 
ciation. 

. > * 

Duke Morel has returned to the Leon 
Godchaux Clothing Co., Ltd., New Or- 
leans, as assistant women’s shoe de- 
partment manager. During the past 
four years, he served in the U. S. Ma- 
rine Corps, and was discharged with 
the rank of sergeant. 

* J = 

Harry Gilhert is the proprietor of a 
new shoe store at 437 W. 6th St., San 
Pedro, Cal., after having been con- 
nected with one of the large chains 
on the West Coast for the past 15 
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. He will handle Naturalizers for 
women, the Winthrop line for men and 
a corresponding line for children. 

* o ~ 

Isaac Glass, who formerly operated 
a shoe repair store in north-end De- 
troit, has opened a neighborhood shoe 
store on the same street under the 
name of the Family Shoe Store, 

* * . 

Leon Greenbaum, who started as a 
stock boy in 1935 for Baker Shoe 
Stores in Cincinnati, has been named 
manager of the Baker store in Minne- 
apolis where he was assistant man- 
ager when he entered military service. 

* * * 


H. Lawrence Wilson, formerly coun- 
sel to the National Boot and Shoe 
Manufacturers’ Association, has been 
appointed to head the research depart- 
ment of Prentice-Hall, Inc., working 
on economic, legislative, business and 
labor problems. Before joining the 
New York publishing house, Mr. Wil- 
son served as economic adviser for the 
War Production Board in the WPB’s 
program and planning bureau super- 
vising special studies on the develop- 
ment of manufacturing plants through 
federal and private financing during 
the war. 

* + x 

Virginia Clee, who served as a 
WAVE during the war, has returned 
to her old post as advertising manager 
of R. H. Fyfe & Company, Detroit. 
Mrs. Elizabeth Longfellow, who held 
her post during the war, has retired 
to devote her entire attention to her 
family. 

* o * 

A photograph of Ben Harris, man- 
ager of the shoe department for Sears, 
Roebuck & Company’s Oklahoma City 
store, appeared in a full page adver- 
tisement announcing the newly im- 
proved store, along with those of other 
department managers. The reader line 
announced that Mr. Harris is a 5-year 


employee. 
* a + 


Halsey Olliver, world war veteran, 
has leased a building and purchased 
the McCutchen-Hughes 
Carthage, Mo. 


shoe store, 





EXCEPTIONAL VALUES in 
RUGGED WEARING CHILDREN’S SHOES 


in 
BROWN 
BLACK 
WHITE 


: * 
By 


IN STOCK 


for Immediate Delivery . . . as Long as They Last! 
TERMS: NET—30 DAYS F.O.B. PHILA.—MINIMUM 18 PRS. EACH SIZE RUN 
{ CHECK THESE FOUR IMPORTANT REASONS: 
FOR SENDING YOUR ORDER TODAY! 
@ EXCEPTIONALLY PRICED FOR VOLUME OUTLETS 
@ SMOOTH UPPER LEATHERS 
@ NON-MARKING HEAVY RUBBER SOLES & HEELS 
@ DURABLE McKAY CONSTRUCTION 


Sample pairs submitted upon request 
ALSO A COMPLETE LINE OF RUBBER FOOTWEAR AND TENNIS SHOES 


HILL SHOE COMPANY 


70 No. Fourth St., Philadelphia 6, Pa. 
“Outstanding Distributors of Better Grade Juvenile Shoes” 
















$1.78 


Sizes 122-3 


$1.62% 


Sizes 8'/2-12 











Waldo Simpson, owner of a ladies’ 
ready-to-wear store in New Philadel- 
phia, Ohio, for 24 years, has sold his 


Harvey L. Farr, president of Farr 
Bros. Co., shoe retailers, Allentown, 
Pa., has been elected chairman of the 
advisory board of the Salvation Army business to O. R. Herron, manager of 
in Allentown. He has been a member the Siff Shoe Co. store for ten years. 
of the board for a number of years. * * * 

ee John Shea, manager of Montgomery 
Ward’s shoe. departmerit, Helena, 
Mont., is convalescing at a local hos- 
pital after a two weeks’ illness. 

* > * 

Hugh Curnutt, who formerly oper- 
ated a shoe store at Mena, Ark., has 
opened a shoe store in Hugo, Okla. 


Al Silverman has been named man- 
ager of the Michael Lewis Shoe Store 
which opened in Scranton, Pa., last 
month. A veteran of World War II, 
Mr. Silverman has had eight years ex- 
perience in the shoe business. He is a 
native of Scranton. 











With 


the spots where support is required. 
SCHUR-FIT COMBINATION ARCH 
aids in relieving longitudinal and 
metatarsal weakness. 
SCHUR-FIT COMBINATION 
ARCH is made of cellular 
sponge rubber . . . it is 
soft, resilient and feels 
one comfortable. 
SCHUR-FIT COM- 
BINATION ARCHES 





Strangers Become Friends When You Fit Them 


COMBINATION ARCHES 46y SCHUR-FIT 


The arch that is comfortable because it reaches 


are easy to fit—require FREE — WRITE 

no odjustment. B. -z-! Sy UNIQUE METAL PRODUCTS & ENGINEERING CO. 
SCH MANUFACTURING CO., INC. 

37 West 20th St. New York 11, N. Y. " 60 LISPENARD ST. NEW YORK 13, WN. Y. 


WITH “UMPECO" 


L 
rotierss BUCKLES _srass 
“MAKE GOOD SHOES BETTER" 

— Offering — 


@ PERFECT BALANCE 
@ GREAT STRENGTH 
@ TROUBLE-FREE OPERATION 
@ GRACEFUL EYE APPEAL 
@ FINE DURABLE FINISH 


To insure complete user sotisfaction specify ““Umpeco Buckles" 















FREE 
NAME 

IMPRINTED 
FO 
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SANDALS 





“OUTDOR-EES" 
Flexible California Process 


SMOOTH ELK LEATHER 


$2.60 


pr 
16 Net 30 
Oa Ghesne 


T-STRAP SANDAL 
Leather Sole 


COLORS: All over White, Red, Beige— 

Beige with Brown Wedge — White with 

Brown—White with Red. 

SIZES: 4 to 9 (half sizes) M width 
Packed 36 pr. to case assorted sizes. 
Minimum orders 18 pr. per color. 


Immediate Delivery 


Play Shoes—House Slippers—Sport Shoes 
19 So. Wells St., Chicago 6, Ill. 
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SHOE ORNAMENTS 








Style 200 
Leather or Plastic Bows 


lia $4.80 Doz. Pr. 

new safi clips + nt 

wes aly ps to prevent torn hosiery 

Mail order now an assortment of styles and 

colors. 

Ten day return privilege on any not wanted. 
BRO 


620 N. Central 





Glendale 3, Cal. 








Buy Savings Bonds 
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Platform Fitting Proves of Selling Value 


The children's shoe department at the Boston Store, Milwaukee. The platform, 
decorated to resemble the deck of a ship, is to be seen at the right of the photo, 


Checking the child's walk in stocking 
feet is an important part of the fitting 
procedure. 


MILWAUKEE, Wis.—A unique methed 
of fitting boys’ and girls’ shoes is of- 
fered in the children’s shoe department 
of the Boston Store, here. Originated 
by the sales staff, the system, called 
“platform fitting,” has become very 
popular with the store’s young cus- 
tomers. 

A raised platform approximately 
twelve feet long and five feet wide, dec- 
orated to represent the deck of the 
ship, occupies a prominent spot in the 
department. Before new shoes are fit- 
ted, the young customer is asked to 
walk in stocking feet down the length 
of the platform, while the salesperson 
observes the child’s posture and walk- 
ing habits. Malformations or incorrect 
foot habits are caught immediately, 
and new shoes are suggested with the 
individual child’s particular needs in 
mind. 

Once the style of new shoes is se- 
lected, the young customer again walks 
“on the deck.” This second walk serves 
as a final check on correct size and ex- 
act fit. The walk ends in three steps 
which lead down to the X-ray machine, 
where both the parent and the sales- 
person observe the fit. 


George Cejka, the children’s shoe 
buyer, explains that platform fitting 
has been most successful in correcting 
bad walking habits or slight malforma- 
tions in their early stages. 

“Then too, we find that platform fit- 
ting builds customer confidence. Par- 
ents want their boys and girls to get 
the best possible start in life—and 
good-looking, well-fitting shoes are im- 
portant. We find it makes fitting little 
tot’s shoes a lot easier, too. Often they 
are too young or too shy to tell us how 
new shoes actually feel. A little walk 
on the ship’s deck, with the mother or 
salesperson walking along, is the per- 
fect way to determine correct fit. 

“When acute foot malformations are 
observed, or when the salesperson feels 
that corrective shoes should be pre- 
scribed, we urge the parents to seek 
the advice of a medical specialist. We 
receive our thanks in renewed confi- 
dence in our services.” 

A record of every child’s shoe pur- 
chases is kept on file in the depart- 
ment, and is consulted at each return 
trip. The record cards are also helpful 
in making up mailing lists for seasonal 
sales. 

From time to time reminders are 
sent to the department’s customers, in- 
viting them to come in for a check-up 
or to select new footwear. 

“All in all,” the buyer adds, “plat- 
form fitting is one of the most success- 
ful methods of merchandising chil- 
dren’s shoes we have ever used, and 
one which I am sure we will continue 
to use for some time to come.” 


Shoe Group Takes 


New Quarters 


Boston—The New England Shoe 
Foremen and Superintendents’ Associa- 
tion, Inc., has moved to new quarters 
at 111 Lincoln Street, rooms 606 and 
608. Election of officers was slated for 
the group’s meeting, held at the Hotel 
Essex a few days ago. 
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No Mystery Seen 
In Leather Sales 


New YorK—Conjecture about cur- 
rent supplies and consumption of 
leather has been given a mysterious 
flavor for reasons which are not ap- 
parent from an examination of the 
facts and figures, a recent release by 
the Tanners’ Council stated. Analysis 
of shoe leather shipments by tanners in 
January, for example, discloses that 
supplies available for civilian consump- 
tion were substantially greater than a 
year ago. In that month tanners moved 
to their civilian customers 87.5 per cent 
more sole leather and an aggregate of 
53.9 per cent more upper leather foot- 
age. These sharp increases reflect, of 
course, the drastic curtailment in mili- 
tary requirements. They also indicate, 
however, that leather has moved from 
tanneries to shoe manufacturers with- 
out interruption. It is also extremely 
significant that shipments are prac- 
tically identical with production for the 
month, and since tanners’ finished 
leather inventories have been down to 
bedrock for a long time, shipments in 
January were at a practical maximum. 

Perhaps more light is thrown on 
some of the recent queries by the view 
expressed in a letter addressed by a 
leading shoe manufacturer to his sup- 
pliers: “In these days of critical short- 
ages of all kinds of leather and mate- 
rials the idea of expansion is running 
rampant throughout the shoe indus- 
try.” Expansion is by no means limited 
to long established firms which have in- 
dicated their intention to increase out- 
put markedly. It is estimated that 
there are at least 250 additional con- 
cerns in the shoe industry today as 
compared with 1941. It would seem ob- 
vious that expanding requirements of 
old customers and servicing more cus- 
tomers would itself increase the mini- 
mum amount of working inventory 
which the shoe industry requires. 
Finally, it may be noted that the use 
of various materials during the war 
focussed consumer attention upon 
leather and apparently leather is 
wanted in every variety of footwear. 
A year ago the shoe production in- 
cluded & very large proportion of types 
which did not use leather, while at 
present the proportion of leather shoes 
in the total output is even larger than 
prewar. 








Index of Shoe Leather Sales 
January, January, 


Sole Leather 1946 1945 
Dt  ccaceseetubeeuns 99.0 100 
DEER 25. 66. resin dé acenete 10.0 100 
eee 152.5 100 
SL,  cenessscedvesses 91.6 100 
ec iwcsathiae’ 187.8 100 
Upper Leather 
(side, patent, calf, kip & goat) 
EE SEED  csccecked ccves 103.6 100 
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Sn troducing 


COLORS 
NATURAL, ROYAL BLUE, 
RED, PINK, WINE, BABY BLUE 


TWO SIZE PACKINGS 
4 to 8 5 to 12 


$1.95 a pair 


Also Made For The 
First Time—Bunny Slippers in 
GENUINE MOUTON 
LAMB 


Sizes 5 to 12 
$2.45 a pair 
= 


36 Pair To A Case 
Assorted Sizes 
Terms: 2% 10 Days 





clientele. o 
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CUDDLERS 





10. 
Newspaper Mats & Cuts Furnished On Request 


Some territories still available to high- 
caliber sales representatives with quality 


yy Wee 














Pat. No. 2,389,554 


10 
REASONS 
WHY 


“CUDDLERS” 


ARE 
“TOPS” 


|. Finest Quality Electrified Shearling 
2. One Piece Uppers—No Back Seams 


3. Bunny's Head Integral Part of Upper 
—Not Just Stitched On 


4. Genuine Leather Outer Soles 
5. Genuine Lamb's Wool Insoles 


6. Nylon Stitched Throughout For Extra 
Wear 


7. The Only Bunny Slipper Made That 
Assures Shoe Size Fitting 


8. Extra High Cut For Snug Fitting 
9. Individually Gift-Boxed 
Sold Through Exclusive Stores Only 



























Exhibiting in Rooms 
528-530, Parker House, 
Boston — April 7-12. 









ingnens SLIPPERS 


MARK 





New YORK 1, N.Y. 








Pioneer Merchant Sells Store 


WATERTOWN, N. Y.—After 57 years 
in the shoe industry George Berow has 
sold his store to two brothers, Joseph 
B. and Benjamin F. Gross, both re- 
cently discharged from the service. 

As a young man, Mr. Berow was em- 
ployed by B. L. Taylor in the whole- 
sale shoe and leather business. In 1911, 
after 23 years with the company, he 
and Maurice M. Monroe purchased the 
shoe store of J. M. Patterson and oper- 
ated the business together until Mr. 
Monroe’s death, in 1935. 

The new purchasers, the first vet- 






erans to enter the shoe business in this 
city, are both natives of Watertown 
and were associated with retail stores 
prior to entering service. They plan 
to continue operation under the name, 
Berow & Monroe. 


Wisconsin Store Sold 


WAUKEGAN, ILL.—Cohn’s Shoe Stores 
have announced the sale of their Ra- 
cine, Wis., outlet which was known as 
the Seymour Company. Purchaser was 
Gerald E. Lynch and associates who 
will operate the store as Seymour Foot- 
wear, Inc. 
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Promote Matching Bags in Shoe Section 
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STYLECRAFT 
SHOE ORNAMENTS 


Add 

é pr 

‘GLAMOUR 

to Shoes 

The “LITTLE-BO" —Style #621 

Can be clipped on the front or side of Shoes. 
In genuine Calfskin—Black, Red, Blue, Brown, 
Army Russet or Black Patent. Also _———_ 


(Slips on all 
Specify the colors or combination 
Minimum Order 
40¢ @ Pair 3 Doz. Pairs 
PROMPT DELIVERIES! 


STYLECRAFT PRODUCTS CO. 





16 HUDSON ST., NEW YORK 13, N. Y. 
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WORK SHOES 
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GOODYEAR WELT WORK SHOE 


eavy Leather le 
© Full Leather Midsole 
® Solid Rubber Heel 
@ Leather Counter-pocket 


12 pr. cases. Sizes: 6-10, 6-11, 6-11, 7-11, 7-12 
immediate Delivery 


JACK SCHWARTZ SHOES, 


hl el tll ili 
} 








138 Duane Street New York 13, N. Y. 





so. 


RUBBER SUEDE SPONGES 


——- 





Just arrived . . . Assorted colored 


Spon + « + excellent for cleanin 
SUEDE or FABRIC Shoes... also 
stocked in black ... Write for samples 
and price. 


LYONS & COMPANY 


Quality Shoe Store Supplies Since 1900 








120 Duane Street New York 7, WN. Y. 
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The second floor shoe section at M. Lichtenstein & Sons, Corpus Christi, Tex. Note 


| 


Corpus CHRISTI, TEX.—Promotion of 
matching handbags with all shoes 
through departmental and window dis- 
plays, on-the-floor selling, and coordi- 
nated fashion advertising is a most 

| successful feature in the shoe depart- 
| ment of M. Lichtenstein & Sons, De- 
partment Store, here. 

Selling a matching bag with a pair 
of shoes has long been a part of the 
merchandising program in this modern 
department under the direction of C. 
K. Henderson, buyer. Mr. Henderson 
is also buyer for the shoe department 
of A. S. Levy in Victoria, Texas, where 
the same program is carried on. Cor- 
pus Christi and Victoria are in the 
heart of the weaM@hy cattle, oil, and 
farm country of Texas. Corpus Christi 
is a resort town, and since it is the 
home of a large Naval air station there 
is a considerable amount of Navy busi- 
ness. Victoria is known as one of the 
richest cities in the world. Therefore, 
high style merchandise is in heavy de- 
mand, an ideal factor for the combina- 
tion handbag and shoe promotions. 


Mr. Henderson reports an extremely 
high percentage of shoe and bag com- 
bination sales, particularly in higher 
priced merchandise. This is, of course, 
entirely separate from the business 
done in.the store’s handbag section on 
the main floor. The shoe department is 
on the second floor. Bags are promoted 
here at all times, at all seasons, and 
with all types of shoes. It has become 
a natural part of a salesman’s job to 
suggest a bag every time he sells a 
pair of shoes, and often frequently be- 
fore he sells the shoes. 

While serving each customer, the 
salesman brings a matching bag to the 
spot where the shoes are being tried 














the large amount of display space which is used to show matching shoes and bags. 


on, so that the customer can get an im- 
mediate impression of the combination. 
This on-the-spot merchandising fre- 
quently helps to sell the shoes as well 
as the bag, Mr. Henderson states. This 
is done with all type of leathers—pat- 
ents, calfskins, and reptiles. The 
matching combinations in the reptiles, 
which are, incidentally, the most ex- 
pensive, are the most successful, with 
a large number of current sales in red, 
green, and gray. 

Mr. Henderson believes that a large 
portion of his success in selling hand- 
bags in the shoe section lies in the fact 
that he buys and merchandises his own 
handbags. He selects handbags on each 
buying trip, so that he can key his en- 
tire fashion promotion af that time. 
For his high style shoes he buys a lit- 
tle less than half as many bags as he 
does shoe. Reptile bags are the excep- 
tion, for he has found that he can usu- 
ally sell a handbag with every pair of 
reptile shoes in the department. He re- 
plenishes his bag supply from the 
store’s handbag department every Mon- 
day morning. 

Matching handbag combinations are 
displayed throughout the department— 
in shadow box displays, on pedestals, 
and in the display case at the cashier’s 
desk. The shoe department is adjacent 
to the women’s wear sections, and shoe 
and handbag combinations are coordi- 
nated with currently featured suits, 
coats, and dresses. Combinations are 
also shown in window displays. In fact, 
shoes are seldom displayed without sev- 
eral matching handbags among them. 

These same combinations are also 
advertised regularly. In addition to 
general shoe advertisements, there is 
usually a combination bag and shoe 
promotion once a week. 
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War is Never Over for 
the RED CROSS 





They need your Red Cross today—and for many tomorrows! 


HEY lie in hospitals, thousands of America’s finest — sick, 
cruelly maimed in the fight for our freedom. Who is to write 
their letters, hear their troubles, answer when they call for 
“Mom”? Mom can’t be there. But your Red Cross can, and 
must be there. 
Many thousands more young Americans are still overseas. 
They, too, count on the Red Cross for comfort and cheer. 
So won't you give to the Red Cross? Give now. This is your 
chance to say, “Thanks, Soldier, for all you’ve done!” 


YOUR Red Cross MUST CARRY ON... GWE f 
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* Prepared by the Advertising Council in Cooperation with the American Red Cross 
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X-RAY SHOE FITTERS 


PRIMEX . 


PRIMEX EQUIPMENT CO. 
135 So. LaSalle St., Chicago 3, lil. 
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DISPLAY SHOE FORMS 





LLULOID — children’s — flesh 
and sizes—immediate 


varied bast heights aad 


a © (Lucite) DISPLAY SHOE STANDS, 


Write for samples or details 


LYONS & COMPANY 
120 Duane Street, New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 











SANDALS 





SEASON'S BEST BETS 
ALL LEATHER SANDALS 
with 
ALL LEATHER SOLES 


$1.75 


No. 3300 
RED, BLUE, BROWN—Sizes: 5!/2 to 12 
$1.60 


No. 4400 


RED, BROWN and WHITE 
Sizes: 5'/ to 12 
Minimum Order 18 prs. of a color 
Terms: Net 1@ Days, F.0.8. N. Y. 
Immediate Delivery 


134 Duane Street New York 13, N. Y 








Buy Savings Bonds 














Buy Plane for Use of Shoe Department 


PHOENIX, ARIZ.—The “Fiying G Club," composed of members of Goldwater's 
shoe department, pose with their new plane to be used for business and recreation. 
Barry M. Goldwater, third from right, president of the firm, was a Lt. Colonel 
pilot in the air force. Ernest Brewer, kneeling extreme right, is president of the 
club and assistant shoe buyer. He flew the plane to Phoenix from the Aeronca 
factory, Middletown, Ohio. Standing on his right is Ben McDole of the shoe 
department. Ralph Gowey, Jr., kneeling third from left, is the shoe buyer. Jo Ann 
Snell, at Mr. Gowey's left, arm on plane, is the club's secretary. Hubert Pepper of 
the shoe department is standing second from left. 





Sales Plan for Nylons 


La JuntTA, CoLo.—To eliminate push- 
ing crowds and disappointed customers 
at nylon hosiery sales, the Inge Shoe 
Store has worked out a distribution 
plan which was announced in a recent 
newspaper advertisement. 

Women customers within the store’s 
regular trading area receive an order 
card entitling them to purchase two 
pairs of hosiery. Cards are filled in 
and mailed to the store where they are 
filed in numerical order. When the card 
comes up, the customer is notified and 
may then make her purchase. 


To Open Third Store 


Stupio Crry, CaL.—Marks Brothers 
Shoes will open a third branch store 
on Ventura Boulevard early this 
month. Quality lines of family shoes, 
casual types and cowboy boots are to 
be carried. The store will feature a 
children’s shoe nook and a men’s boot 
and shoe corral. Irving Hackman is to 
be manager, according to Harry D. 
Marks, head of the firm. Marks 
Brothers also operate stores in Comp- 
ton and San Fernando, Cal. 


Kinney Opens Chicago Store 


CHICAGO, ILL.—The G. R. Kinney Co. 
of New York, operating about 300 fam- 
ily shoe stores, have leased the store at 
5606 Belmont Avenue. This store is to 
be completely modernized with the 
most modern appointments. 

This is the first of a group of new 
stores to be opened in Chicago. It is 
planned to open stores in all of the sec- 


tions of the city where the company is 
not already located. Several other 
leases have been closed in the last six 
months and as these stores are opened, 
announcement will be made. 


Open Three New Units 


New YorK—“All this...and Nylons, 
too!” announced Miles Shoes in full- 
page newspaper advertisements for the 
opening of three new postwar stores. 
Miles Shoes, a chain of 128 Eastern 
shoe stores opened stores recently in 
Freeport, L. I., Trenton, N. J., and at 
125th Street, New York. These new 
stores were designed by Morris Lapi- 
dus, architect. 

Architecturally the stores are all 
built on the same lines, with open glass 
fronts displaying the entire store to 
sidewalk traffic. A wide thoroughfare 
fashion aisle leads down the center of 
the store to a spacious shoe salon. This 
aisle is flanked with streamlined hand- 
bag and hosiery counters on the right. 
Ceilings, designed at different heights, 
and glass brick flanges subdivide the 
store into a series of departments. 
There are many indirectly-lighted well 
displays and a suspension aisle display 
for feature merchandise. Cold cathode 
lighting illuminates the whole store. 
The shoe salon has deep side-wall seat- 
ing for 80 to 100 customers. 


Maurice L. Friedman 


St. JosEPH, Mo.—Maurice Lytton 
Friedman, production manager of a 
plant of the Millus Shoe Company of 
St. Louis, Mo., died recently at Mis- 
souri Methodist Hospital, here. He was 
57 years old. 
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Name Manager for 


New Boston Store 


Boston, Mass.—The appointment of 
Joseph Thaler as manager of the new 
Kays-Newport store at Tremont and 
Boylston Streets, is announced by 
Barney L. Kay, president of Kays- 
Newport. Mr. Thaler, recently dis- 
charged after three and one-half years 
of service with the U. S. Army Air 
Forces, has had extensive experience in 
the women’s shoe business and was, for 
several years, associated with one of 
New England’s largest retail chain 
stores in a managerial post. 

Mr. Thaler will be assisted by Dave 
Molin and Henry Stone who were, until 
moving to their new positions, associ- 
ated with another Kays-Newport Bos- 
ton store at 424 Boylston Street, this 
city. 


French Women Want 
Complete Shoe Wardrobes 


New YorkK—The French woman 
would like her shoe wardrobe to be as 
complete as her dress wardrobe. She 
wants above all a simple leather pump 
with high heel, the classic sport shoe 
and fancy high clogs with uppers to 
match garments. Products of necessity 
during the war, these non-leather clog 
sole shoes have been home-made. Fre- 
quently six inches in height these clogs 
have satisfied the desire of continental 
women for the high heels which they 
consider to be more flattering to their 
shorter legs than low or flat heels, ac- 
cording to Mrs. Alice Perkins, Paris 
fashion editor of the Fairchild Publi- 
cations, speaking before executive and 
design staffs of The Guild of Better 
Shoe Manufacturers recently. 

A further development by Paris 
dressmakers of the evening dress and 
the ankle-length dinner dress will focus 
a great deal: of attention upon foot- 
wear. Due to the variations in skirt 
lengths shown recently in Paris, the 
trend may become a longer daytime 
skirt or a shorter evening skirt, accord- 
ing to Mrs. Perkins. The French 
woman’s desire for a return to elegance 
will not interrupt, however, the long- 
term trend of the easy-to-wear clothes 
that are necessities in Paris these days. 

At the termination of this report on 
Paris fashions a business meeting was 
held by the Guild firms of Cangemi, 
Inc.; Delman, Inc.; Fox Shoe Mfg. 
Corp.; Jerro Bros.; Mackey-Starr, Inc.; 
Marino; I. Miller & Sons, Inc.; Newton 
Elkin Shoe Co.; Palter Deliso, Inc.; 
Schwartz & Benjamin, Inc.; Thomas 
Cort. Ltd.; Van Arden Shoe Co.; M. 
Wolf Sons, Inc.; Morris Wolock and 
Zuckerman & Fox, Inc. 


Plan Fund Raising Dinner 


New YorK—A cross-section of shoe 
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MAKE KRIPPENDORF FOOT RESTS 


A SHOE MAN’S SHOE 








= 


A FAVORITE among shoe merchants is the 

Krippendorf-Dittmann Foot Rest Shoe, for 
Foot Rests offer a rare combination of excellent 
styling and complete comfort. Modern lasts, smart 


patterns, the right heels. 


And Foot Rest Shoes are 


styled for the age range from 25 to 55. 


Krippendorf Foot Rests are backed- this year—as 
always—by an extensive advertising campaign* in 
magazines that millions of women read. 


Krippendorf-Dittmann must have something to 
carry on continuously for 74 years! 


FOOT REST 


7 il 
CRrerexiet 


Priced $695 to $795 
(Slightly higher Denver west) 


THE KRIPPENDORF-DITTMANN CO., CINCINNATI, OHIO 
New York Showrooms: Marbridge Building 


*Nationally advertised in Vogue, Ladies’ Home Journal, Mademoiselle, Woman's Home 
Companion, Good Housekeeping, The Grade Teacher, and The Instructor. 








industry people are planning a trade- 
wide dinner early in June to raise 
funds for Histadrut, an organization 
which aids needy Jews in Europe. 

The group met recently at the Hotel 
McAlpin and named Phillip Sobel, pres- 
ident of the National Association of 
Playshoe and Slipper Manufacturers, 
to be general chairman for the affair. 
He is to be assisted by Marie Norton, 
executive secretary of the Shoe Manu- 
facturers’ Board of Trade. Isadore 
Rosenberg, head of the Joint Council of 
United Shoeworkers of America, 
pledged labor’s support of the project. 

Another meeting is planned for the 


near future to name chairmen for each 
segment of the industry. 

Gerhard Schroeder, representative of 
Histadrut, explained that aims of the 
organization included the physical re- 
habilitation of refugees in Europe as 
well as educational and occupational 
training to enable them to take up new 
pursuits. 


Sigmund M. Adler 

READING, Pa.—Sigmund M. Adler, 
associated with the Curtis-Stephens- 
Embry Company for many years, died 
last month. He had been ill for some 
time. 
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WOMEN'S CASUALS 
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WOMEN’S ELK LEATHER GHILLIES 


Combining Style 
and Comfort 
IMMEDIATE 
DELIVERY 


$2.80 
per pr. 
Net 10 days = 
California Process—Hard Leather Soles 


Colors: RED or WHITE Sizes: 4 to 9 
36 pr. cases. Min. Order 18 prs. of color 


ALLIED FOOTWEAR COMPANY 
154 Duane Street New York 13, N. Y. 
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SLIPPERS 
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IMMEDIATE DELIVERY 


ZAPON EVERETT SLIPPERS 


Men's, Boys’, Women's 


No. 225—Men’s Brown, Sizes 6-12 $1.10 

No. 125—Boys’ Brown, Sizes 1-5 1.10 

No. 325—Women’s Black, Sizes 5-9 1.15 
(Fall Sizes Only) 

Packed 36 prs. to case, F.0. 


GOODMAN-HANDEL SHOE CO. 
148 Duane Street New York 13, N. Y. 
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WOMEN'S CASUALS 
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WOMEN'S CALIFORNIA CASUALS 








BLAIR & ROSS, inc. 
New 


St. York 7, N. Y. 








New Store Caters to Prestige Customers 
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The French Bootery in Santa Rosa, Calif., seen from the street. An attractive 
effect is provided by the set-back front. 


SANTA Rosa, CAL.—A new idea in 
small city shoe merchandising is meet- 
ing unexpected customer response in 
the new French Bootery, here. This 
idea is based on over twenty years of 
experience in selling shoes at retail by 
Mac Nesmon, proprietor of the new 
store. 

In almost every small city and town 
there is a group of women who go to 
the larger cities to buy their footwear 
because they feel they will get better 
style and quality. They pay a good 
price for their footwear, and take pride 
in displaying these quality shoes, 

Mac Nesmon understands the psy- 
chology that prompts the buying habits 
of these women from the smaller com- 
munities for he dealt with dozens of 
them during his years as manager of 
the Reeves Shoe Store in Los Angeles. 

The average small town shoe dealer 
feels he has to cater to the needs of 
every class of resident in his com- 
munity, and will carry many types of 
shoes from the cheapest to the better 
grades. Because of this “all prices” 
policy many women in the smaller 
cities feel that there is no prestige in 
purchasing footwear from their local 
merchant. Consequently, they go to the 
larger cities and purchase shoes carry- 
ing the label of the exclusive or quality 
shops. 

Thus, Mr. Nesmon reasoned that 
there was a definite place for an exclu- 
sive quality-type shoe store in the small 
city. In selecting a location he chose 
a city which the 1940 census gave a 
population of a little over 12,000, but 
which had a surrounding trade terri- 
tory containing three or four times that 
number. Choosing the name “French 
Bootery,” he designed a store that has 
the appearance of exclusive large-city 
shops. 

The entire 36-foot front is of plate 
glass, ten feet high. This front is inset 
six feet from the sidewalk line, and 


gives an unimpeded view of the interior 
of the store. At the inner sidewalk 
line are two three-foot clear glass dis- 
play cases. There are also two six- 
foot display windows running along the 
extreme right and left walls of the 
front inset. 

The interior is lighted with overhead 
neon tubes running in double line panels 
of white and light rose color, giving a 
daylight effect at all times. Instead 
of conventional benches or chairs, cus- 
tomers are seated on comfortable over- 
stuffed chesterfields, chairs, and love 
seats arranged informally around the 
large fitting room. The salesmen’s fit- 
ting stools are of the hassock type. 
Large diamond-shaped mirrors are at- 
tached to the walls on either side of 
the room, and long panel mirrors sur- 
round the center supporting posts. 

At the corners of the room are low 
display tables surmounted by attractive 
table lamps. The floors are covered 
with a deep-pile rose-rust carpeting, 
and the walls are finished in matching 
soft pastel tones. All merchandise 
stocks are fully concealed in the rear 
stockrooms which are entered through 
two indirect archway entrances covered 
by heavy drapery. A streamlined sales 
desk at the rear of the salesroom holds 
displays of bags and accessories. Back 
of the desk are two panel inset display 
shelves illuminated with neon lighting. 

All merchandise is of better quality. 
Women’s dress shoes run from $7.95 to 
$29.95, and sport shoes from $5.95 up. 
No men’s shoes are carried. 

The psychology behind the merchan- 
dising plan is to create the impression 
that everything with the label of the 
French Bootery is of the highest and 
most exclusive quality obtainable. The 
sales response is running far ahead of 
expectations, and Mr. Nesmon stated 
that his biggest difficulty is in securing 
sufficient merchandise to satisfy his 
customers’ desires. 
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Burdine’s Launches New Fashion Color 





“Flamingo” —Flaming New Yellow-Red Tone—Is Introduced in Ap- 
parel, Cosmetics, Shoes and Accessories at Miami Store Showing 


MraM!I, FLA.—Famingo, a new “yel- 
low-red” tone, was introduced recently 
by Burdine’s at their fashion show as 
the “color with a future.” And in the 
comparatively short time since its in- 
troduction it has proved to be the 
leader for the season, a fashion that 
has won friends everywhere. It is ver- 
satile because it goes with most colors 
and it is flattering to all types. 

Dorothy Gray has prepared a flamin- 
go line of cosmetics to complement the 
new color, and designers in all lines 
have brought out clothes in the new 
shade. 

Hattie Carnegie and other well- 
known designers introduced some stun- 
ning costumes, some in flamingo and 
others in colors, chosen for attractive 
contrast with the wide range of hats, 
shoes and accessories in the new color. 


One of Hattie Carnegie’s models 
wore a suit of powder blue with flamin- 
go blouse and a white hat trimmed 
with flamingo embroidered band. A 
soft wool suit of flamingo was con- 
trasted with navy and white acces- 
sories. 

The men were not forgotten and they 
too will appear this Summer in fla- 
mingo shirts and ties. 

The new plastic handbags that have 
been shown only in white, black or red, 
are now to be had in flamingo. Gloves 
in several lengths were shown, and, to 
carry the color detail further, a com- 
pact is available. Shoes have been one 
of the popular items. 

Flamingo, it is felt here, will be an 
accepted color throughout the north as 
Summer advances. It has many possi- 
bilities and is almost universally flat- 
tering to any type wearer. 





Named Merchandising 


Counsellor 


PHILADELPHIA, Pa.—Raymond S. 
Martin of Martin’s Walk Easy Shoe 
Shop on Chestnut Street, has been ap- 
pointed chief merchandising counsellor. 
He is assisted by two brothers, Harry 
and Eugene. Moses Martin, founder of 
the business, continues as directing 
head. 





Heads Civic Group 


BROwWNWoOoD, TEXx.—Dave Knobler, 
owner of Knobler’s Shoe Store, has 
been elected president of the Brown- 
wood Retail Merchants Association. Mr. 
Knobler ahs been a leader in civic af- 
fairs. He served as president of the 
credit association in 1943. 





Plans Yearbook 


Cuicaco—The National Shoe Travel- 
ers’ Association, Inc., plans to publish 
a yearbook for the current year which 
will list the name of every member, his 
home and business address, lines car- 
ried and territory covered. Approxi- 
mately 25,000 copies are planned. 

The organization is now sending pe- 
riodic bulletins to all members. Hereto- 
fore, only officers of affiliated associa- 
tions were kept informed of doings of 
the national office. 


Tie In Display with Weather 


St. Paut, Minn.—During a stormy 
spell of weather, when streets were 
treacherous, the Golden Rule depart- 
ment store placed a window display of 
low heeled, comfortable, smart shoes 
in a section leading to a main entrance. 
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Banners which read “For a Sure 
Spring Footing,” drew instant re- 
sponse from visitors who had found 
walking perilous. To carry out the 
Spring theme jonquils set in vases with 
greens were used for decoration. 

The shoes shown were placed about 
units which resembled blocks of stones 
in a garden wall setting, arranged at 
different levels. Bright-colored shoes 
were placed near two-toned shoes in 
white and tan. The pots of jonquils 
were placed at the top of the blocks 
at each end. Other jonquils with greens 
were brought down at the base of the 
window as though they were growing 
among the stones. 

Shoes were displayed on the several 
heights of stones. They were all of the 
sport and walking types with broad 
toes and low: heels or heel-less. 





Takes Over Shoe Store 


Detroit, MicH.—Jack Falkauff, who 
was in the shoe business before the 
war in East St. Louis, Ill, has re-en- 
tered the field by taking over the for- 
mer Family Shoe Compony store at 
1004 Westminster Avenue, in the North 
end of Detroit. Mr. Falkauff operated 
Sam’s Shoe Store in the Illinois town 
before going into the Army. Associa- 
ted with him in the new enterprise is 
a brother-in-law, Ben Goldman, another 
former serviceman, who is a newcomer 
in the shoe business. 

The original Family store was 
opened about fifteen years ago by 
Philip Jaffe, who was active manager, 
and Herman Sorin, at a site a few 
doors from the present location. Mr. 
Jaffe took over the Wilson Shoe Store, 
women’s specialty shop in Hamtramck 


some months ago, and is confining his 
activities to that store. 

Mr. Falkauff will operate the new 
store under his own name, dropping the 
Family title. The place is being en- 
tirely redecorated in a blue motif, and 
designed to fit a neighborhood family 
trade. 





David Lewis 


Extmma, N. Y.—David Lewis, 58, 
owner of the Dave Lewis Shoe Markets 
in this city and Binghamton, died re- 
cently after a long illness. Mr. Lewis 
once operated a newsstand in New 
York City, where he became the friend 
of such political figures as William Sul- 
zer, Charles Murphy and Alfred E. 
Smith. He came here from Ithaca in 
1917 and engaged in the clothing and 
restaurant businesses before opening a 
shoe store in 1936. He opened a branch 
store in Binghamton four years later. 
Mr. Lewis was a member of numerous 
fraternal organizations here and in 
New York City. 





More Wage Pacts 
For Shoe Industry 


[CONTINUED FROM PAGE 131] 


closed shop, check-off, seniority rights, 
vacation with pay and pay for holidays, 
free hospitalization, health and acci- 
dent insurance, and retroactive pay and 
arbitration rights when necessary. 

Two New York manufacturing 
groups representing 116 members were 
among the first to settle provisions for 
new wage contracts early in 1946. The 
Shoe Manufacturers Board of Trade of 
New York and the Association of Play- 
shoe and Slipper Manufacturers of 
New York, Inc., were represented by 
the legal firm of Seligman and Selig- 
man in negotiations with the United 
Shoe Workers of America, CIO. Con- 
tract clauses were identical for the two 
groups, calling for a straight 10 per 
cent wage increase plus additional ad- 
justment up to 2% per cent to meet iso- 
lated departmental and operational in- 
equities. 

In addition, a 65 cents per hour mini- 
mum wage was established. Previous 
to the agreement the minimum was 55 
cents for beginners and 60 cents for 
employees of over six weeks. Vacation 
and insurance clauses were maintained 
from earlier contracts and existing hos- 
pitalization and surgical care plans 
were to be broadened wherever pos- 
sible. 

Benjamin Schwartz was president of 
the fifty-one manufacturer-members of 
the Shoe Board of Trade when the new 
agreement was reached, and Phillip 
Sobel headed the sixty-five affected 
members of the Association of Playshoe 
and Slipper Manufacturers. Negotia- 
tions culminating in the new contracts 
were amicable throughout and served © 
as a guide to union-management dis- 
cussions in other areas. 
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WOOGIE BAGS 
No closet complete without this 
rack on back of door 
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SUBSTANTIALLY CONSTRUCTED 
OF HEAVY MATTING 
Assorted y Binding 

$22.20 Per 
F.O.B. Balt. 
In Stock — Immediate Delivery 


P.H. VOLK & COMPANY 


2-4 W. Lombard St., Baltimore 2, Md. 


VOLK'S SHOE STORE SUPPLIES 
109 N. Fearth St. Philadelphia, Pa. 
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STADIUM BOOTS 


ee ee 


BUY NOW! «4 

Toasty—Warm 
LADIES’ 

STADIUM BOOTS 


Immediate 


Zipper Style Full Sheep Collar 
Write for Folder 


CONJOR SHOE COMPANY 


287 Broadway New York 7, N. Y. | 
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Fresh Display in 
Spring Window 

MINNEAPOLIS, MINN.—Dayton’s used 
an unusual idea in displaying high 
quality shoes for Spring. The shoes 
were shown on flat basket-like trays, 
covered with yellow, which were sus- 
pended from the ceiling by yellow rib- 
bons. Each tray held one pair of shoes. 
The ribbons had pansy-like flowers, 
flattened, in soft lavender fastened 
against them at intervals to bring out 
the Spring theme. 

The ribbons brought the displayed 
shoes down to eye level. With some of 
them were shown other accessories— 
handkerchiefs, a purse, toiletries, cos- 
tume jewelry. 

A few well chosen high-quality ac- 
cessories for the Spring costume were 
spotted on the floor of the window. 

Most of the shoes were black, with 
here and there a brown. Patterns stood 
out well against the bright yellow back- 
ground. 


Children’s Store Opens 


Mram!i, Fita.—The Peter Pan Boot- 
ery has been opened at 130 So. Miami 
Ave., carrying a complete stock of sizes 
and styles in babies’ to teen-agers’ foot- 
wear. Shoes are in the medium price 
bracket. 

The shop has been decorated in a 
two-tone blue scheme, with gay juve- 
nile pictures on the walls. Al Weiss is 
owner and operator. For the past seven 
years he has been manager of the Lin- 
coln Road, Miami Beach Shop, of the A. 
S. Beck Company. He has been en- 
gaged in the shoe business in the 
Miami area for nineteen years. 


Two Shoe Fairs Slated 
For 1947 


[CONTINUED FROM PAGE 131] 


follow approximately six .months after, 
thereby enabling all branches of the in- 
dustry to give consideration to Spring 
and Fall shoes on a better planned 
year-round basis than heretofore. 

“The New Yorker, McAlpin, Commo- 
dore, Biltmore and other hotels, 
through the cooperation of the New 
York Convention and Visitors Bureau 
and the New York Hotel Men’s Asso- 
ciation, are participating in this trade 
event by reserving sufficient display 
rooms to take care of the needs of the 
industry. Full details for the Spring, 
1947, New York Show have as yet not 
been worked out but as soon as they 
are available, they will be released to 
members of the shoe trade. 

“Exhibitors desiring reservations for 
display space during the National Shoe 
Fair to be held in Chicago during the 
week of Oct. 27, 1946, should com- 
municate with George E. Gayou, Gen- 
eral Manager, National Shoe Fair, Mor- 
rison Hotel, Chicago, Illineis.” 
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Children’s Sandals 


$1.40 


30 days Net. 
F.0.8. Chicago 


#116—Brown Elk; #115 — Red Elk; 
# 114—White Crushed Elk; #117 Beige 
Elk. Sizes: 5-8 
18 pr. minimum 
Immediate Delivery 


McBREEN SHOE CO.., Inc. 
305 W. Monroe St. Chicago 6, Ili. 
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GABARDINE UPPERS 
OAK LEATHER SOLES 
PLATFORM and 12/8 WEDGE HEEL 


$1.90 


RED, 
BEIGE, 
WHITE 


SIZES 4 TO 9 IN STOCK 
Minimum Order 18 prs. of a color 


MADISON SHOE CO. 


149 Duane Street New York 13, N. Y. 
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In New Location 


MiaMI, Fita.—The Alray Shop, a spot 
devoted to children’s wear, has been re- 
located and is now at 124 So. Miami 
Ave., a block South of the location oc- 
cupied for many years. A complete line 
of children’s shoes is carried, along 
with all other apparel for children. 


Shoe Man Elected Mayor 


Boise, Ipa—Back from the wars 
with a distinguished record, Comman- 
der H. Westerman Whillock, USNR, 
president and manager of Whillock’s 
Shoe Store, here, received an unusual 
testimonial of his fellow citizens’ ap- 
preciation of his war service. 

Back in the dark days of Pearl Har- 
bor, Mr. Whillock, in addition to being 
a leading merchant, was also mayor of 
the city. In May of 1942 he resigned 
the mayoralty to take up his naval du- 
ties. All during the war he served with 
the Pacific fleet. Following V-J Day 
he was placed in command of military 
law enforcement in the American-oc- 
cupied zones of Korea. 

Returning home to resume his busi- 
hess career, Mr. Whillock discovered 
that his fellow citizens had other plans 
for him. Sam §. Griffin, acting mayor 
for the past year, and M. S. Parker, 
president of the city council, resigned. 
Mr. Parker resigned first, whereupon 
Mr. Griffin appointed Mr. Whillock to 
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Makes Old Shoes 
Look New Again 





Not an 
ordinary 
Shoe Polish 


WITH THE USE OF 
CINCH, 
scuffs, scratches, 
hard-wear signs 
disappear 
immediately 
» 
Sefe to use 
Non-Inflammable 
6 
Light Brown, Medium Brown, 
Dark Brown, Army Tan, Black 

and White. 

a 

SWANK SHOE DRESSINGS INC. 
NEW YORK, Wi. Y. f 
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the council; the council elected Mr. signed, automatically 
Whillock president; Mr. Griffin then re- Whillock mayor. 














Shoe Store Sponsors Radio Program 





























TACOMA, WASH.—Above, left to right, are Sandra Bargo, movie starlet Janis 
Paige, Gail Gustofson, and Arnold Benum, M.C., as they appeared on the radio 
program, “Stars of Tomorrew,” sponsored by Baxter's, a leading retail shoe store 
here. The show has been a feature of Station KMO for ~: yeors under various 

nsors, and Miss Paige, a former Tacoma resident, was « frequent participant. 

‘ommercials utilize singing rhymes by Mr. Benum with prizes awarded to young- 
sters who best help him out. 
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WORK SHOES 
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ALL LEATHER 
“HUNTER SIX" 


WORK SHOES 


® Goodyear Welt Construction 

© Heavy grain leather innersole 

© Full leather midsole 

© “Pancord" no-mark outersole 

© Leather counter—Stock bellows tongue 
© Leather heelpocket and top facing 

© Plump prime elk uppers 

® Reinforced at all points of wear 


$33.85 






Same in 
BROWN RETAN 
$8849 
The 
PILOT SHOE CO. 
31 Hopkins Place 


Baltimore 1, Md. 
Honest-made since 1809 
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WOMEN'S CASUALS 
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WOMEN’S CALIFORNIA CASUALS 


Hard Oak ‘Leather Soles — Wedge Heel & Platform 
Sponge Rubber Innersole— Imitation Leather Upper 








BLAIR & ROSS, INC. 
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New York 7, N. Y. 















Heavy Promotion Puts 
Over Youth Center 


New Or.LEANS, La.—The opening of 
“the most modern infants’ and chil- 
dren’s department in the South,” ac- 
cording to Maison Blanche store execu- 
tives and to reports from manufactur- 
ers’ salesmen who tour Dixie, was an- 
nounced in a series of full page adver- 
tisements to New Orleans newspaper 
readers in February. 

The department, called the Maison 
Blanche Young New Orleans Center, 
and situated on the fifth floor of Maison 
Blanche, embraces all of the younger 
clothing departments of the store: an 
infants’ and layette shop, a toddler ‘n’ 
tot shop, a young footwear shop, teen 
togs shop, students’ shop, and a little 
boys’ and juvenile shop. Each shop 
is a separate, distinct entity, but all 
are promoted and merchandised | to- 
gether under the Young New Orleans 
Center set-up. 

The Center—it takes in almost all 
of the store’s fifth floor—is paneled in 
light wood and decorated with struc- 
tural glass. Fluorescent lighting pro- 
vides the illumination. Like the rest 
of the Maison Blanche store, the Young 
New Orleans Center is air-conditioned 
all year ’round. Except for the young 
fuotwear shop, embracing footwear for 
all age groups, the “shop” set-up is 
designed to provide a separate section 
devoted to the outfitting of each age- 
group, making shopping as simple as 
it can be made for parents. 

Full-page newspaper advertisements 
in the three New Orleans dailies herald- 
ed the opening of the Center, and in 
addition to these, Maison Blanche turn- 
ed on a barrage of radio spot announce- 
ments to put the section opening over 
with a big promotional bang. Souvenirs 
were offered for youngsters, and the 
gifts given were those appropriate to 
the child’s age. 

Said the editorial copy in one of the 
Maison Blanche ads: “The largest, new- 
est, most modern youth center in the 
entire South! Our whole fifth floor 
reconverted in a youthfully exuberant 
theme so that we of Maison Blanche 
can serve our city’s youngsters better 
than ever! Photographs in the ad 
showed scenes of the various “shops” 


_ in the Center. 


Heavy advertising and promotion of 
the Young New Orleans Center actual- 
ly began about a week before its open- 
ing, when a fashion show featuring 
footwear and clothing for tots, boys and 
girls was held in the grand ballroom of 
a New Orleans hotel. Barry Wood, 
singing star of radio, stage and screen, 
was a featured guest. Invitations for 
the fashion show were sent to women’s 
page editors, and a full account of the 
show appeared in one New Orleans 
newspaper, helping to focus interest on 
the new Center. 

Indicating the success of these sales- 
building maneuvers is an ad which 
Maison Blanche ran after the opening. 
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CALIF. PROCESS 
SLAVE SANDAL 





TERMS: ra Tho saur.® 2 ° 2 5 
SMOOTH WHITE ELK 
SMOOTH BROWN ELK 


CRUSHED RED ELK 


Platforms—Full Leather Soles 
izes: 4-8, 4-9, 5-9, Half Sizes 
Minimum Order, |8 pairs of a Color 


IMMEDIATE DELIVERY 


GOLD-LEE FOOTWEAR CO. 








6 N. HOWARD ST., BALTIMORE 1, MD. 














“Thank you, New Orleans,” said the 
advertisement, “. . . for your enthusi- 
astic respanse to the opening of our 
‘Young New Orleans Center.’ We ap- 
preciate, too, your patience in purchase- 
delays occasioned by  yesterday’s 
crowds. It is our aim to make our new 
Fifth floor the style center for Young 
New Orleans. In order to achieve our 
aim, we will endeavor to keep merchan- 
dise in quantity and in quality, and al- 
ways featuring the latest style trends.” 





Remodel Shoe Department 


PORTLAND, OreE.—Bedell’s has com- 
pleted the remodeling and restocking of 
its second floor shoe department, ac- 
cording to store manager Albert L. 
Green. A full line of new shoes with 
all former stocks removed from the 
shelves has been installed to pace the 
remodeling program, and new chairs 
installed, together with new depart- 
ment fixtures, were included in the 
modernization. 

Murray Levine, recently of San 
Francisco, is the new manager of Be- 
dell’s shoe department. Mr. Levine put 
in some time in the East, buying the 
new shoe stock. 
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BOYS AND GIRLS 


OXFORDS 


« will be on display in 
our New York Office 
Rooms 515-517 
Marbridge Building 
47 West 34th St., N.Y.C. 


all during the 


N. Y. Shoe Show Week 


* 


HAROLD SHOE CO. 


Haverhill, Mass. 


Children’s and Misses’ Oxford Specialists 
REPRESENTED BY SAM SCHOENFELD 


DAVE 
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JACKSON 


1334 BEECHVIEW AVE., PITTSBURGH 16, PA. 








Consider Merchandising 
Course 


Concorp, N. H.—Inauguration of a 
new merchandising course at Concord 
High School has been endorsed by local 
retail stores, and the idea is under con- 
sideration of the Board of Education, 
it has been announced by Natt B. Bur- 
bank, superintendent of schools. 

Under the plan, students taking the 
course would get actual experience 
while employed in local retail stores 
under the supervision of ‘the teacher of 
the course. 


To Open in Dallas 


Dautas, TexaS—David L. Slann, 
president of Butler, Inc., has an- 
nounced that his shoe firm will open a 
Dallas store at 1706 Elm Street. It is 
part of an expansion program planned 
by the company for the next two years, 
he said. The Dallas store will be man- 
aged by William B. Cloud and will sell 
shoes, handbags and hosiery. Butler, 
Inc., started in 1926 with a store in 
West Palm Beach, Fla. 


Install Glass Front 


Tampa, Fia—aA structural glass 
front is an outstanding feature of a 
remodeling job at Farner Shoe Store, 
815 Zack Street. This is a new loca- 
tion for the bootery, which for a long 
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time has been located West of this spot. 
Oak paneling and shelving will be in- 
stalled immediately. Present remodel- 
ing, it is estimated, will cost approxi- 


mately $10,000. An additional outlay 
of $5,000 will be made in a few months 
when more redecorating and remodel- 
ing will be undertaken. 





Sign First Lease for New Trade Mart 


New Orleans, La.—Signing the first lease in New Orieans' new International 
Trade Mart, which will feature goods of the two American continents. Left to 
right, are A. G. Ensenat, of Hemisphere Trading Co., signing for his company's 

; Herbert J. Schwartz, vice-president of the Mart and president of 
Maison Blanche Co., New Orleans; and Clay Shaw, new promotion manager of 


the Mart. 
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News of the JSalesmicnt dit Syyoliers 


Grossman to Direct 
Miller Manufacturing 


New York—lIrving E. Grossman, 
formerly general sales manager, has 
been named director and executive head 
of the manufacturing division of I. 
Miller & Sons, Inc. 


IRVING E. GROSSMAN 


Mr. Grossman joined I. Miller 
twenty-six years ago, shortly after his 
discharge from Army service in World 
War I. At that time he was made as- 
sistant to George Miller in sales and 
advertising, and was also given charge 
of the stock department. His new du- 
ties call for the direction of the four 
factories producing footwear under the 
I. Miller name. Two factories located 
in Long Island City, N. Y., produce 
street and dress shoes, and high heel, 
slip lasted shoes respectively; a third 
plant in Wilkes-Barre, Pa., manufac- 
. tures low heel, slip lasted footwear; 
and a fourth plant, the newly acquired 
Bancroft-Walker factory in Waltham, 
Mass., specializes in sweater and skirt 
shoes, country types and _ sturdy 
casuals. 

The duties of purchasing, production, 
distribution, styling and promotion of 
the four manufacturing units are being 
placed under the direct supervision of 
Mr. Grossman. He will be assisted 
by an executive group composed of 
specialists at the head of each division. 

First vice-president of the Guild of 
Better Shoe Manufacturers, Mr. Gross- 
man is considered one of the most 
progressive thinkers in the shoe indus- 
try. He is known throughout the 
country as an authority on both manu- 
facturing and retail shoe operations. 


Increase Production of 
Rubber Footwear 


New York—Some relief in the acute 
rubber footwear shortage is seen for 
the coming Fall and Winter seasons in 
the announcement of increased produc- 
tion by the United States Rubber Com- 
pany. While continuing to concentrate 
on production, the company has made 
every effort to provide the dealer with 
the types of merchandise prohibited 
during the war. To these, several new 
times have been added. 

Back again is the Kwik Fastener on 
galoshes and boots for men, women, 
misses, growing girls and children. 
These include the women’s Continental 
Boot; some net-lined and some fleece- 
lined galoshes; the Spectator Gaiter for 
children, growing girls and misses; a 


High Kwik and a Low Kwik Boot for 
men. Back again also is the Peerless 
Velveteen Gaiter for women. New in 
the line is a flexible unlined rubber 
with wall toe and a high-riding rubber 
oxford. Also new are a high front 
storm rubber in all but women’s sizes, 
and a men’s Suburban Boot. 

Tan and brown have been added to 
wartime black in several models. An- 
other new feature is the range of heel 
heights and lasts designed to accommo- 
date the wide diversity in shoes, espe- 
cially for women. 


Named Trustee of Association 


CLEVELAND, O.— Roger A. Selby, 
president of the Selby Shoe Co., Ports- 
mouth, has been re-elected a trustee of 
the Ohio Manufacturers’ Association 
for a three-year term. 





Veterans Return to L. B. Evans’ Son Co. 


GORDON WALKER 


WAKEFIELD, Mass.— The welcome 
home banners are out at L. B. Evans’ 
Son Company, here, for three men-who 
have recently returned to civilian life, 
and will soon be calling upon Evans 
customers. 

McLain Russell is returning to his 
former territory in Kansas, Iowa, Ne- 
braska, Missouri and Oklahoma. He 
has been with the Army Air Corps in 
the South Pacific. He received a 
Marine Corps decoration while a mem- 
ber of the Army, as well as an Army 
decoration, 

Malcolm T. Evans, also recently re- 
turned from the South Pacific where he 
served in the Army Quartermaster 
Corps, will take on new duties as rep- 


MALCOLM T. EVANS 


resentative in Florida, Georgia and 
South Carolina. He is the son of 
Arthur L. Evans, general manager and 
director of L. B. Evans’ Son Company, 
and is a director of the company. 

Gordon Walker, son of E. J. Walker 
of the Chicago office, will work with his 
father in Michigan, Wisconsin, Illinois 
and Ohio. He served with the Infantry 
in Europe, and holds the Bronze Star, 
Purple Heart, three major battle stars 
and the Combat Infantry Medal. 

The company also announces that 
Lawrence W. Flint, who has been stock 
manager at the factory since 1934, will 
now cover New England and upper 
New York States as sales repre- 
sentative, 
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Firm pt an Promotions 


Sr. Louts—The Johnson, Stephens & 
Shinkle Shoe Company has announced 
recent changes in its executive staff. 

Ray Hunnius, who began in the 
firm’s stock department fifteen years 
ago, later was made assistant to the 
vice-president and sales manager, and 
more recently was a sales representa- 
tive, has been appointed advertising di- 
rector, to succeed Harriet Couplin, who 
resigned. 

Henry P. Newton, who has been sec- 
retary and assistant treasurer, has 
been elected treasurer, to succeed the 
late Bradford Shinkle. 

Raiph W. Albon was elected secre- 
tary of the company. He had been 
assistant secretary. 

William F. Doran, auditor and cost 
accountant, was named comptroller, a 
newly created position. 





New Development Facilitates 
Plastic Combining 


BROOKLYN, N. Y.—It was no secret 
that since vinyl resin plastics for shoe 
uppers became available after the war’s 
end, a deterrent to their fuller employ- 
ment was the difficulty of combining 
the sheets. This set-back has now been 
mastered by a new process developed 
in the laboratory of the Acme Backing 
Corp., here. After successful tests and 
demonstrations on all types and finishes 
of plastics, also different pleating and 
shirring treatments, the firm has an- 
nounced that its Brooklyn and St. 
Louis plants have large bookings from 
shoe and handbag manufacturers, with 
special equipment installed in both units 
to handle plastic combining in volume. 

In order to lick the difficulties of 
forming the requisite bond in plastic 
combining, new adhesives and tech- 
niques had to be developed and with 
them new types of equipment. It is 
understood that Acme’s own develop- 
ment of formulae in processing high 
priority military materials during the 
war greatly aided the company’s tech- 
nological success in the problem pre- 
sented by plastics. 





Adopts New Construction 
Process 


St. Louis—The Paramount Shoe 
Manufacturing Company is changing 
its entire line for Fall production, ac- 
cording to an announcement by Morris 
Kalmon. The company will employ a 
new process called Cloudsoft construc- 
tion which involves the insertion of a 
%-in. platform of a soft and flexible 
material into the inside of the shoe. 
Adoption of the new process will in- 
volve a major change in equipment and 
production set-up. ; 





Drops Infants’ Prewelt Line 


READING, Pa.—The Curtis-Stephens- 
Embry Company has discontinued the 
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manufacture of infants’ prewelt shoes 
which were made at the Richland, Pa., 
factory and is putting this production 
into Goodyear welt children’s shoes. 
Contrary to rumor the Richland fac- 
tory has not been sold but is very much 
a part of the firm’s plans for increased 
production, according to F. I. Curtis 
of the company. 





Compo Issues Annual 
Financial Report 

Boston, Mass.—The annual finan- 
cial report of the Compo Shoe Machin- 
ery Corporation has been released for 
1945 by William H. Bresnahan, presi- 
dent. 

Net profit of the company and its 
subsidiaries amounted to $235,510.95. 
After payment of dividends on cumula- 
tive preferred stock, the balance was 
equal to $1.41 per share on outstanding 
common stock. Last year’s common 
stock dividend was $1.29 per share. 

Factories leasing Compo equipment 
produced 64,101,468 pairs of shoes in 
1945, an increase of 6.8 per cent over 
1944, 





First Quarter Report 
Of General Shoe 


NASHVILLE, TENN.—The quarterly 
report of the General Shoe Corpora- 
tion for the three-month period ended 
Jan. 31 shows a net profit of $487,433 
as compared with $289,917 for the 
same period last year. Stock earnings 
per share amount to $0.75 for 1946 as 
compared to $0.46 per share for the 
first quarter last year. 





Named Vice-President 


Of Mackey-Starr 


New York—Thomas D. Mackey, Jr., 
has joined Mackey-Starr, Inc., as vice- 
president in charge of sales and ad- 
vertising. He began his association 
with the shoe business at an early age 
with his father in the Thomas D. 
Mackey Company, and spent brief pe- 
riods with Frederick Loeser & Com- 
pany and James McCreery & Company. 

After his graduation from Colgate 
University in 1931, Mr. Mackey was 
for five years a sales representative in 
his father’s company, followed by two 
years as a section manager at Lord & 
Tavlor. Since 1938 he has been in 
charge of sales promotion with the 
Forbes Lithograph Company. 





Sales Offices Redecorated 


New YorK—The W. L. Douglas Shoe 
Company has redecorated and refur- 
nished sales offices in the Marbridge 


building as part of a long range pro- 


gram calling for renovation of all the 
company’s operating facilities. The 
office is staffed by F. C. Whitman, C. 
H. Kirkendall and L. Wilson. 









Form New Play Shoe Firm 
BROOKLYN, N. Y.—A new resource 
for California process women’s play 
shoes, to be known as Jaycee Footwear 
Corp., has been formed by John Cal- 





JOHN CALDERAZZO 


derazzo and David Chapnick. Both are 
experienced shoe men; the former has 
been identified with the manufacturing 
end of the business for the past eight 
years and the latter, in the buying and 
selling end since 1919. 

Mr. Calderazzo was part owner of 
the Charlsam Footwear Corp., selling 
his interest in the firm upon entering 
the Armed Forces. He was recently 
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DAVID CHAPNICK 


honorably discharged from the Army. 
Mr. Chapnick merchandised and 
bought women’s shoes for the Beck 
Hazard Family Shoe Stores, the Nor- 
wood Shoe Company and the Felsway 
Shoe Company. A little over a year 
ago, he joined Sun Shoe Manufacturing 


' Co, of Chicago and headed the purchas- 


ing and sales division in the Eastern 
territory. 


In New Offices 


Los ANGELES, CALIF.— James H. 
Jacobson has new offices in The Haas 
Bldg. for the showing of his line of dis- 
play materials, plastic fixtures and 
novelties for the shoe trade. 
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+ SHOE BEAUTIFIERS - 
by 
DANIELS 


Daniels Scoops Again! 
No. 118 Glamour Wings 


Made in Patent. Black, Blue, Brown Calf. 
Black, Brown, White Suede. 


Studded with Gold, Silver or multi-colored nailheads 
All Ornaments with Clips 


$1.25 per pair 2" 


IMMEDIATE DELIVERY 
Samples of other styles on request 


DANIELS MANUFACTURINGCO. 
5403 - 18th Avenue, Brooklyn 14, N. Y. 
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WOMEN’S CALIFORNIA CASUALS 


Broad Band Gabardine Sandal 
Wedge Heel and Platform 
Hard Leather Sole 





Colors: White 
and Red 

Sizes: 4-9 Reg- 

ular Half Sizes 


$9.00 


Delivery: March and ane 
Terms: Net 10 days F.O. N. Y. 
Min. Orders 18 prs. of color 
ALSO IN WHITE AS ABOVE 

STYLE No. 900 $2.40 


ALLIED FOOTWEAR CO. 


154 Ducne Street, New York 13, N. Y. 
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PRICE TICKETS 
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Great Little Time Savers 


PRICE TICKETS: Size 1%" wide, 2%" 
high; prices 25¢ to $12.00. Cardboard 
white, prices black, color designs . . . 
choice of Green, Blue, Orange, Brown, 
Lavender. Samples on request. 30¢ 
a doz., 6 doz. $1.50, 12 doz. $2.50. 


MERCHANTS SERVICE DEPT. 
#209 S. State St., Chicago, Wl. - 

















Answers to Boot and Shoe 1.Q. 


1. If the shoe fits you, wear it! 

2. Who is worse shod than the shoe- 
maker's wife? 

3. All was lost for want of a horse- 

shoe nail. 

It is better to die in your boots than 

to die in bed. 

5. Those who wear the shoe know best 
where It pinches. 

6. The shoemaker should stick to his 

last. 

I had no shoes, and murmured, ‘til | 

met a man who had no feet. 

8. The first shall be last, and the last 
shall be first. 

9. You can put the same shoe on every 
foot. 

10. Do not stoop to adjust your sandals 

@s you pass a melon field. 

You cannot pull yourself up by your 

own bootstraps. 


12. You're better off with old shoes than 
with no shoes at all! 
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Increase Factory Space 


New York—Thomas Cort, Ltd., has 
acquired an additional 10,000 square 
feet of floor space on the fifth floor of 
the factory building. The present fac- 
tory unit is on the eleventh floor. One 
hundred of the 150 working personnel 
will be employed in the new unit which 
will produce both the Thomas Cort and 
Cort Deluxe brands, according to 
Myron Buechler, president of the firm. 

The expansion will increase produc- 
tion by 1500 pairs weekly from a pres- 
ent output of 2500 pairs. The new unit 
will get under way in late April or 
early May. 


Shows Spring Styles 


NEw YorK—At a recent showing and 
party for the fashion press, given by 
Delman, Inc., evening and cocktail 
shoes and tailored suit shoes were given 
special prominence. In the first group, 
fewer thick clog soles were noted than 
in recent seasons. Satin played an im- 
portant part, the black satin lightened 
with colored sequins and jewels or 
sparkling jet. Multicolor satin was 
used to brighten black fabric. Out- 
standing among the evening shoes was 
a strip sandal in gold or silver kidskin 
with matching sequin trimming. Sev- 
eral draped kidskin shoes in high style 
novelty colors were displayed in pull- 
overs. 

Noteworthy among daytime shoes 
was the collection of reptile shoes, some 
with open back and toe, but many with 
closed backs and toes. Important 
among these was the closed suit shoe 
with the in-between heel, 17/8 and 
18/8. Extension soles played a promi- 
nent part in this group. .New note was 
the use of brown calfskin trimmed with 
black patent leather. Bags have been 
made to match. 


Two-tone combinations in white and 
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SOUVENIRS 
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BUILD UP YOUR KIDDY BUSINESS 
Give-Aways for Boys and Girls 
BALLOONS—COMIC BOOKS—MARBLES 
Wire or Write Today for our Low Prices 


NATIONAL SALES CO. 


7403 So. Euclid Ave., Chicago 49, Illinois 
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SANDALS 











* MEN'SSADDLETAN * 
LEATHER SANDAL 


coseeee PLATFORM, 
K LEATHER SOL 
SOLID RUBBER H 





SIZES 6 TO 11 WHOLE SIZES ONLY 
24 PAIRS TO THE CASE 
TERMS NET 10 DAYS 


AT ONCE DELIVERY 


A. L. O°SHEA 
% 212 Essex St., Boston, Mass. * 
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tan and other colors range from classic 
spectators to sandals or pumps, with 
the contrast color in the latter group 
introduced in small areas on the upper 
and used for covering platform soles 
and wedge heels. Cutouts and nail- 
heads figured prominently in trimming 
back straps in white suede sandals, as 
well as in evening sandals. 


Open Wholesale Shoe House 


Los ANGELES, CALIF, — Marion 
Markus and Louis A. Rondeau have 
opened a wholesale shoe house at 240 
E. 7th St. under the name of Rondeau 
& Markus. Mr. Rondeau was con- 
nected with his brother in the H. 0. 
Rondeau Shoe Mfg. Co. of Boston and 
Farmington; Me., for 20 years, while 
Mr. Markus was previously buyer for 
the Wohl Shoe Co. and also the Karl 
chain of this city. 
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GREAT LITTLE TIME 


PRICE TAGS 


to harmonize with your trim colors. 


SAVERS! 





IN - STOCE 


20 different color designs on tags 


Tell us your trim colors and we will send samples 





Size 
154” x 21/4,” 
109 different 
Prices In Stock 


6 dozen—$1.50 
12 dozen— 2.50 


CANADA: 


6 dozen—$1.70 
12 dozen— 2.80 





144 Tickets $4.25 
283 Tickets 6.75 
CANADA: 


144 Tickets $4.55 
288 Tickets 7.35 
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With Store Name Imprinted: 


Any selection of prices desired 
M. O. or Check with Ozder Please: 


DISPLAY CARDS: 75¢ Each; 3 for $1.85 
List of texts te select from will be sent on request. 


Detailed Information on Monthly Service at Your Request. 
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ATTENTION: 


SOUTHEASTERN 
SHOE DEALERS 
Come to 
Augusta, Georgia 
for the 


Aidewues Fall Showing 


of more than 


200 SHOE LINES 


Including Accessories 


At the Famous Resort 


SHERATON BON AIR HOTEL 
May 5th - 6th - 7th - 8th 


Sponsored by the 


SOUTHEASTERN SHOE TRAVELERS, INC: 








Heads Fashion Promotion 


New YorkK.—The Carlisle Shoe Com- 
pany, Carlisle, Pa., has announced the 
appointment of Mrs. Eleanor Howard 
as director of fashion promotion. Mrs. 
Howard was formerly assistant promo- 
tion director of Saks Fifth Avenue, 
where she was concerned with national 
and newspaper advertising. She was at 
one time fashion coordinator of acces- 
sories for Marshal! Field & Company, 
and, later, head of fashion publicity at 
Lord & Taylor. 

Mrs. Howard will be located in the 
firm’s New York office in the Marbridge 
Building. 


New Firm Begins 
Operation May 1 


MiaMI, FLa.—One of the first shoe 
factories in South Florida will begi: 
operation approximately May 1, accord- 
ing to Harry H. Rabin, president of the 
new firm, to be known as the Miami 
Footwear Corporation. 

The factory building has floor space 
of 5,000 square feet and will produce 
800 pairs a day, featuring women’s re- 
sort play shoes, sandals and wedges at 
medium range prices. An additional 
building is planned adjoining the pres- 
ent site in anticipation of a higher 
quota after June 1. 
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Mr. Rabin who will also be general 
manager, was with A. S. Beck for 17 
years, the last seven as district super- 


visor in Miami. J. D’Angelo has been: 


named factory superintendent. He 
served in the same capacity with I. 
Miller, Inc., Setroy, Inc., and A. S&S. 
Beck 


Offer Picture Books 
For Children 


NASHVILLE, TENN.—A series of pic- 
ture books for children dealing with the 
adventures of Tumblin Tim the Acro- 
bat has been prepared for distribution 
to dealers selling Acrobat shoes by Gen- 
eral Shoe Corp., here. First book in 
the series is titled, “Tumblin Tim Joins 
the Circus,” and was prepared by 
Carlyle Emery. [Illustrations in color 
are by Patricia Valleau. 

The story is told in rhyme, calculated 

to appeal to youngsters. At the back 
of the book are a number of pages on 
which are repeated in black and white 
some of the pictures appearing in color 
in the front of the book. The text di- 
rects the young reader to put in the 
colors in crayon or in paint, following 
the samples in the forward part of the 
book. 
One page, featuring “A Special Mes- 
sage from Tumblin Tim the Acrobat,” 
conveys in rhyme, some facts about 
Acrobat shoes. 





Postwar Catalogs Issued 


New YorK— Boot aNnp SHOE ReE- 
CORDER has received postwar catalogs 
from two shoe manufacturers. The Cur- 
tis Shoe Company, Inc., Marlboro, 
Mass., has issued an attractive hand- 
book picturing forty-five men’s shoe 
styles. Calling it “a source book for 
sales,” the company has included a 
style index, a merchandising guide, pic- 
tures of display material available to 
retailers and a mat service catalog. 

The Gerberich-Payne Shoe Company, 
Mount Joy, Pa., has issued its first 
catalog in four years, to be sent only 
to those customers who have allot- 
ments with the firm. Prewar construc- 
tion details have been restored to the 
thirty-seven boys’ shoes pictured in the 
booklet. 


Moves Offices 


BuFrra.o, N. Y.—Harry Levinson has 
moved his offices and those of the Tri- 
State Shoe Travelers from 501 Wash- 
ington Street, to 35 Court Street. Mr. 
Levinson and his son, Al, represent the 
Hannahson Shoe Co., Delmar, Brilliant 
and that of Romm-Schildkraut in the 
Buffalo area. Associated with Mr. Lev- 
inson is Max Gluck, returned after 
three years in the Pacific, who covers 
the Western New York and Detroit 
territory for Nu-Way Shoe Co. 
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SHOE CLEANER 


SO re ee 


SENSATIONAL 


White Dry Shoe Cleaner 

















Cost, $1.75 Dz. — $18.00 Gr. 


ORDER FROM YOUR JOBBER 
OR DIRECT FROM FACTORY 


S & M CHEMICAL CO., Inc. 


2900 S. Michigan Ave., Chicago, Ili. 
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MEN'S SLIPPERS 
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Leather Soles 
Rubber Heels 


$4.15 


Net 10 days 
F.0.B. N.Y. 


Men’s Brown, Sizes 6-8; 6-11 
Boys’ Brown, Sizes 2-5 
Women’s Black, Sizes 4-9 

IN STOCK 36 prs. to case 


» POLONER SHOE CO. 


156 Duane Street, New York 13, N. Y. 
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SANDALS 


Se ee 


COWHIDE SANDALS 
Cowhide Lecther 











Children's Sizes 5-11 $1.35 
Misses’ Sizes 12-3 1.45 
Ladies’ Sizes 4-9 1.55 


RED, BEIGE—One Size Range fo case. 
CONJOR SHOE COMPANY 
287 Broedway 


New York 7, N. Y. 


-making. E. J. McKinney, 
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Develop Synthetic 
Rubber Latex 


AKRON, OHIO — New products, im- 
provements in old products, and an end 
to shortages created by the lack of nat- 
ural rubber latex, are expected to re- 
sult from the successful production of 
a high solids synthetic rubber latex by 
scientists of the Goodyear Research 
Laboratory, maintained here by The 
Goodyear Tire & Rubber Company. In 
addition, the synthetic latex can be 
“tailor made” or “custom built” by 
varying its formula to meet specific re- 
quirements. The synthetic latex is ex- 
pected to find large scale use in the 
manufacture of crepe rubber soles for 
shoes and many other items, it was 
stated. 





_ To Erect Boot Factory 


Wicuita Fauts, Tex.—Final papers 
for the erection of the Rodeo Boot 
Company factory, here, have been 
signed, the deal completing four 
months of negotiations. The new build- 
ing, to cost approximately $40,000 will 
be paid for out of funds subscribed to 
Wichita Falls Industrial Foundation. 

Bernard Bernbaum is president of 
the company, Wallace Frazer is vice- 
president, Nathan Finkelstein is trea- 
surer, David Bernbaum is chairman of 
the board and Harry Whitman is gen- 
eral manager. 





Prepare to Open New Factory 


Newport, ARK.—Machinery is arriv- 
ing for the new Trimfoot Shoe Com- 
pany factory, here, and employes have 
begun to arrive for classes in shoe- 
personnel 
officer and D. C. Curtis, production su- 
perintendent for the company, are also 
in Newport. 


—_——_—__ 


To Direct Research Activities 


AKRON, O.—Dr. Howard E. Fritz 
has been elected to the new post of 
vice-president in charge of research of 
the B. F. Goodrich Co., Akron, which 
he joined in 1925. He will continue to 
direct the firm’s research activities, for 
which a new research center will be 
built this year mid-way between Akron 
and Cleveland. 





Shoe Firm Incorporated 


CoLtumsus, 0O.—Children’s Shoe 
Corp., Columbus, O., has been incor- 
porated with authorized capital of 250 
shares of no par value, principals being 
Nancy Quere, Edith P. Stegner, and 
Troy A. Feibel. 


Take Second Place in Contest 


Cotumsus, O.—-The Julian & Ko- 
kenge Co. placed second in the January 
Ad-of-the-Month contest sponsored by 
the Columbus Advertising Club, with a 











CHILD'S SLIPPERS 








BUY AMERICAN 
CHILDRENS ALL LEATHER SLIPPERS 
Leather Cepwe= Sea Hard Leather 


$1.45 per pair 
&MERICAN SHOE CO, 
251 W. Jefferson Ave. 

Detrett 26, Mich. 


6 OF, 66 EA EP 8a 


MEN'S SLIPPERS 


6 6 Or, 6 ee 


MEN'S SOFT SOLE SLIPPERS 


$9.50 


per pair 





















Men's Kid Vamp Opera Slippers 
Padded Chrome Leather Soles, Rubber Heels 


BROWN OR BLACK Sizes: 6-1! 
As Above in , No. 972 
Brown Only, sone ie ciiea wip ecikeil $1.45 


36 pr. cases. Min. Order 18 prs. of color 


ALLIED FOOTWEAR CO. 
















154 Duane Street New York 13, N. Y. 














full newspaper advertisement featur- 
ing Foot Saver shoes. The Pittsburgh 
Advertising Club judged the entries. 


Erect New Plant 


ATLANTA, GA.—A new shoe manu- 
facturing plant to be completed shortly, 
for the Georgia Shoe Manufacturing 
Company, here, has been announced by 
S. L. Perling, co-owner. The new plant 
will contain 24,000 square feet of work- 
ing space and will house between 100 
and 125 employees. 

The company, makers of boys’ and 
men’s work shoes and boots, will con- 
tinue to use the Atlanta office for sales 
and sample rooms, but all the manu- 
facturing will be done in Flowery 
Branch, Georgia. Future plans call for 
the manufacture of children’s shoes. 

Associated with Mr. Perling in the 
company is G. W. Baily. 


In New Location 


Los ANGELES, CALIF.—Nadlarr Shoe 
Co., a wholesale shoe concern specializ- 
ing in high class welts for children, has 
moved to 220 E. 9th St. Harry Glass- 
man, who was in business in Boston, is 
the owner. 
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SANDALS 
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STROLLER SANDAL 
in Crushed ELK 


$1.25 Saas 


Pair 





Brown & White—Red—Army Russet 
¢ Leather Soles 
© Full Platforms 
© Rubber Heels 


Sizes: 5-8, 82-11, 112-3 
36 prs., = size run 


PRICED FOR A REAL LEATHER 
SANDAL PROMOTION, QUICK DELIVERY 


Gee Mb. 


. 


GOLD-LEE FOOTWEAR CO. 
6 No. Howard St., Baltimore 1, Md. 
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MEN'S SHOES 
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Ss 
] Yf THEY HAD 
TO BE GOOD TO BE 
LEADERS FOR 


SHOE STORE SUPPLIES 


Give us a trial by placing your order 
with our company. Prompt Delivery. 


cates. 't Esquire NUcoeT WHITTEMORE 


ITTEMORE 
PASTES. PIERCE, E 
TREES. 





ILLER, ANDERSON SHO 
Leather Company 


| mother’s portrait 
| presentation used by the I. B. Kleinert 





The Paterson 
374-376 Main St. Paterson |, N. J. 











April 1, 1946 


Lease Factory Space 


ALLENTOWN, Pa.—Imperial Shoe 
Company has leased the first floor of 
the Post and Sheldon Building, at 8th 
and Pittston Streets, for manufactur- 
ing purposes. During the war the build- 
ing was used by Mack Manufacturing 
Co. as a warehouse. 


New Firm Chartered 


LANCASTER, O.—Dr. Hiss Shoes, Inc., 
Lancaster, O., has been incorporated by 
the Ohio Secretary of State’s office with 
1500 shares of no par value common 
and $10,000 authorized capital, by 
George R. Utley, Ivan R. Bender, and 
Harold C. Schuyler. 


Incorporate New Company 


Satem, O.—Haldi Shoe Co., Salem 
O., has been incorporated with $25,000 
authorized capital, principals being 
Etta P. Haldi, Eleanor Williams, C. R. 
Haldi, and George E. Koontz. 


| Ad Series Proclaims 75th Year | 


NEw York—Animating great-grand- 
is the method of 


Rubber Company, Inc., here, in a series 
of four color, full page advertisements 


| proclaiming its 75th anniversary. This 
| series will comprise the major portion 


of this company’s Spring 1946 adver- 
tising program. 

Supplementing this _ institutional 
campaign which is scheduled for April, 
May and June issues, additional adver- 
tisements will be featured, dramatizing 
specific merchandise directed at special 
groups. To tell the trade story, regular 
space in nine outstanding business pub- 
lications in the various fields served by 
Kleinert’s, is being used. A comprehen- 
sive program of sales promotion com- 
pletes this 1946 program. 


Announce Neolite Heels 


AKRON, O.—Goodyear Tire & RubBer 
Co. has announced the availability of 
Neolite heels. Several million pairs of 
Neolite shoe soles are already in ser- 
vice. Neolite soles were first introduced 
to the shoe repair trade last September 
and are now available for all types of 
shoés at many shops. Heels will grad- 
ually find their way into repair chan- 
nels as production increases. 


Declare Dividend 


BALTIMORE, Mp.—A dividend of 10 
cents a share on the common stock pay- 
able April 2 to stockholders of record 
March 23 was declared by directors of 
the Cannon Shoe Company. The com- 
pany paid three dividends of 10 cents 
a share and one of 20 cents, or a total 
of 50 cents a share during the fiscal 
year which ended on January 31, last. 
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WOMEN’S SLIPPERS 


Women's FELT 
Juliet 


Hard Leather 
Compo Sole 


No, 71 


Brown Sizes 5-9 


36 pr. to case 
$1.25 pr. 
In Stock 

immediate 
Delivery 


BLAIR & ROSS, Inc. 


76 Reade St. N. ¥. ©. (7) 
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CHILDREN'S SANDALS 


UNLINED ELK SANDAL 
. Brown Sport Rubber 
Sole and Heel 
At Once 
Delivery 


$4.50 


Foe KY 


White Eik—Brown Elk 
Sizes: 5-8, 82-12, 122-2 
36 prs. to a run of color to case 


See Us at the Boston and New York Shows! 


POLONER SHOE CO. 


156 Duane Street, New York 13, N. Y. 


Shine 


No. 1409 
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CASUALS 





* MEN'S CALIFORNIA * 
PROCESS CASUAL 


Fine quality duck uppers with flex- 
ible cork platform and extra heavy 
long - wearing red rubber soles 
smooth inside finish for real 
comfort and enduring ease. 


PRICE 


a5 36 pr. cases sizes 6-11 


Copper Tan Terms net 10 days 
AT ONCE DELIVERY 


A. L. O°SHEA 
x 212 Essex St., Boston, Mass. * 
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Form New Shoe Firm 


« 40 PASADENA, CAL. — Philip Aranov, 7-™ 40 
Emil Vacin and William Seligman have 
formed A.V.S. Shoes, Inc., to manufac- 
ture women’s casual footwear. Tempo- 
rarily located on North Raymond Ave- 
nue, the company is completing plans 


to build a factory in Monrovia, Cal. 
Mr. Aranov, of the Los Angeles Shoe 

| Manufacturing Company, is president 

| of the new firm. Vice-president is Mr. 

| Vacin, who was associated with Joyce, CASUALS 

| Inc., as general manager of the war 
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SANDALS 





contracts division. Mr. Seligman, who 


* MEN'S BROWN * 
IMITATION LEATHER SANDAL 





was associated with Joyce, Inc., for five 
and one-half years as industrial rela- Men's C asil als ‘ 
Long wearing com- 


tions director, is secretary-treasurer. 
position soles. Solid California Process 


Rubber heels. 
PRICE Appeal for Support Smooth no mark sole finished like leather 


_— _ To Fund Drive 


MANCHESTER, N. H.—A full-page ad- 
vertisement, appealing for support of 
the annual Red Cross fund drive here, 
has been published in local newspapers 
under the sponsorship of the Salvage 
SIZES 6 TO 12 WHOLE SIZES ONLY Shoe Co. and Salvage-Molloy Shoe Co. 
24 PAIRS TO THE CASE 
TERMS ... NET 10 DAYS 

At Once Delivery Opens West Coast Office 


Los ANGELES—Jack Newcomb is in vf 

A. L. O°SHEA charge of the West Coast office and _~ 
* 212 Essex St., Boston, Mass. * salesroom opened by La Marquise Foot- 10 days net 
wear in the Haas Building. Announce- F.0.8. Chicago 
ment of the opening was made by dis- Fabric upper—platform, 2 tone effect. 
~~e~wwwn. | tributing a small printed folder show- | [} COLORS: Rust & Brown—Wheet & 


tribut crows. 
SANDALS ing pleteres of the now office. SIZES: 6 to 10 end 7 to tl. 
ee tent 36-pr. or 18-pr. Lot 


Florsheim Shoe Co. Immediate Delivery 


Children’s LEATHER SANDALS || Elects Officers IRVING LAMET SHOE CO. 


for Immediate Delivery Cuicaco—Harold M. Florsheim, ist | |] 329 W. Monroe St., Chicago 6, Ill 
vice-president and secretary of the 
Florsheim Shoe Company, was elected 
president at the annual meeting of com- | WW. 
pany officers and directors. He was re- 
cently discharged from the army where | MEN'S SANDALS 
he served as a colonel in the Quarter- seinem 
master Corps. 
Irving S. Florsheim, president for 
Net F.O.B. Balt. twenty years, was elected chairman of MEN'S LEATHER SANDALS 
H the board, an office unoccupied since the LEATHER SOLES with PLATFORM 
eavy Smooth Elk retirement of Samuel Goodman in ee ae a — 
In © Red @ Luggage Tan © Brown March, 1940. not mar oo 
Full Platforms Leather Soles John W. Wallace, acting controller, Foy $2.00 
Rubber Heels was elected treasurer, succeeding R. L. per pair 
Sizes Seaman who resigned. ot £08 
5-8, 8Y2-11, 112-3 Harry B. Schierman was elected : 
36 prs. on each size run & color credit manager. All members of the 
board of directors were reelected. 
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OPA Administrator to Speak 
Style Sandals Aveilable—Some With 
New YorxK—Heils Horn will be the Wedge Heels 


speaker at a meeting of the New York KANDEL SHOE CO. 
GOLD - LEE FOOTWEAR CO Shoe Wholesalers Association at the Men's and Boys’ Fine Shoes 

6 Me. _ ‘. eee ’ New Yorker Hotel, April 17. Mr. Horn 114 Reade Street New York 13, N. Y. 

+e Baltimore 1, Md. is OPA price administrator of the New 
Lae Regional Office. He will discuss : 
e e@ wage-price formula and future 
Sa prospects of OPA pricing policy, ac- S > 

Buy Vings Bonds cording to Sidney Thalheim, president | Buy avines Bonds 
of the group. 
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WORK SHOES 





Men's Steel Toe Safety Shoes 
Men's Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Massachusetts 
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NEW LOCATION 
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We will be located at our new 
offices: 78 Reade Street, 5th floor 
—on or about April 15th. 


CHARLES FINKELPEARL, INC. 
Wholesale Shoes 

















Recommended Base Period 
Change Would Increase Profit 


New YorK—Adoption of the three 
best years between 1936 and 1940 as 
the base period from which to deter- 
mine price controls, instead of the ac- 
cepted years, 1936 through 1939, would 
give the shoe industry a 20 per cent 
profit increase, as pointed out by the 
National Shoe Manufacturers’ Associa- 
tion. The change has been recommended 
by the Colmer Committee of the House 
of Representatives to aid those indus- 
tries which operated on small profit 
margins during the accepted base 
period. 

Compulsory use of the four years, 
1936-1939, as a standard has meant that 
industries enjoying substantial profits 
at that time have an advantage, not 
necessarily earned, over industries— 
such as the shoe industry—which must 
suffer now because market conditions 
during the base period kept profits at a 
minimum. 

Percentages of profit on gross income 
for the shoe industry during the years 
1936 through 1940 are: 1936, 3.34; 
1937, 2.27; 1988, 1.56; 1939, 3.06; and 
1940, 2.97. The three best years are 
obviously 1936, 1989 and 1940, which 
would permit an average profit of 3.12° 
per cent as compared with 2.53 per 
cent on the present base period. In 
terms of dollars and cents, adoption of 
the Colmer recommendation would 
allow annual industry earnings of $23,- 
250,000 instead of $18,950,000, an in- 
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crease of slightly over 20 per cent over 
the present standard. 

However, as NSMA points out, even 
though such a change would be of ma- 
terial assistance to the industry, it still 
would fail to allow for the fact that the 
factory value of shoes made today is 
approximately one dollar per pair 
higher than the average from 1936 
through 1940. 


To Open Plant in South Africa 


New York—The United States Rub- 
ber Export Company, Ltd., has made 
known plans to establish a factory at 
Port Elizabeth, South Africa, for the 
manufacture of rubber tires, footwear 
and mechanical goods. Installation of 
equipment and initial operations are 
expected to begin by early 1947. 

“Investment in the project will 
amount to approximately five million 
dollars,” L. C. Boos, president and gen- 
eral manager of the company, said. 
“Up to 1000 people will be employed 
and trained by a staff of specialists 
from our domestic organization until 
local talent is qualified to take over.” 
A principal line will be footwear, with 
specialization in certain items, such as 
miners’ boots. This is the fifth foreign 
plant started by U. S. Rubber since the 
beginning of the war. Others are in 
Cuba, Colombia, Venezuela and Mexico. 


Enlarges Sales Staff 


St. Lovuis.—Joy Shoemakers, Inc., 
has augmented its sales staff and now 
has six representatives covering the 
country. 

Amy Schloss will continue to serve 
seven New England and adjoining 
states from the company’s New York 
office. 

Jack Staton of Atlanta, Ga., formerly 
with the Brown Shoe Company, will 
cover eight states in the South and 
Southeast. 

Walter J. Feder of Cincinnati, for- 
mer president of the Feder-Gregg Shoe 
Company, has been assigned to six Cen- 
tral and South-Central states. 

Aaron Siegel of St. Louis will cover 
nine Central and East-Central states. 

George R. Rule, Jr., of Los Angeles 
has nine Western states in his terri- 
tory. 

Harry Meyers will serve ten North- 
ern and Northwestern states. 


Darling Opens New 
Display Rooms 

New YorK—As'visible evidence that 
display is growing as a store merchan- 
dising medium, the L. A. Darling Com- 
pany of Bronson, Mich., has tripled its 
space in the Marbridge Building, here, 
and has completely rearranged and 
decorated its offices and display rooms. 
According to Trowbridge H. Stanley, 
president of the company, the rooms 
will display current items, indicating 
the latest trends in display equipment. 


wy 


JOBS 


1 OF ee 


BARIS SELLS 


Quality Shoes from Surplus 
Merchandise, Better for Less. 
BARIS SHOE CO.., Inc. 
Worth 2-5198-1 
79-81 Reede St., New York 7, M. Y. 

















Piha by? Pe Ee 


OVER A QUARTER CENTURY 
* 
ON THE FLOOR 


IMMEDIATE DELIVERY 


MOSINGER BROS. 


1235 WASHINGTON AVE., ST. LOUIS, MO. 


BOWS 





“GLAMORIZERS” 


by ACE BOWS No. 2180 


Patent. Genuine Black, Navy, Red, 
jag og Town Brown Calf. Black, Brown, 
Navy, White Suede. Cluster Band Studded 
with Gold, Stiver or Multi Nailheads. 


$9. 00 per dozen; 12 pairs min. order. 
Immediate Delivery. All Bows with Clips. 
Somples of other styles on request. 


ACE BOWS, INC. 


212 20th Street Brooklyn 32, N. Y. 











PLAID SHOE LACES 


et eee 





PLAID SHOE LACES 
In Stock for Immediate Delivery 
Write for Color Card TODAY 

LYONS & COMPANY 


120 Duene St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES fer 44 years 
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Classified and Viel Mls 





SALESMEN WANTED 


SALESMEN WANTED 








SALESMEN WANTED 


To carry general line of branded 
House Slippers. We are now expand- 
ing our business and as we carry one 
of the largest floor stocks in the 
country we can deliver the orders. 
Can be carried with other non-con- 
flicting line. We have a competitive 
line with a number of exclusive fast 
selling styles. Write us giving terri- 
tory you cover and line now carried. 
We answer all applications. 
Address 946, sare BOOT & SHOE RECORDER 








100 East 42nd Street, New York 17, N. Y. 





WANTED: Salesmen in the following terri- 

tories to sell, as side line, short line of 
good grade Ladies’ Playshoes and Slippers. 
Far West—California, Oregon and Washington. 
New England States. New York area. Pennsyl- 
vania, Maryland, Florida, Georgia, Texas. Chi- 
cago area. Address #988, care Boot & Shoe 
7 TS 100 East 42nd Street, New York 





EXPANDING WOMEN’S CASUALS 
AND PLAYSHOES MANUFACTURER 


$4.00 and $5.00 retailers, wants 
salesmen for California, Oregon, 
Washington, Texas, Oklahoma, Illi- 
nois, Wisconsin and Minnesota. 
State in reply whether you will be 
This och yt ade 1th. 
is reply wi an stri 
confidential. ~ 


Address 967, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 











SALESMAN wanted by large, long established 

_ wholesale firm handling infants’, children’s, 
misses’, gents’, boys’ and children’s play shoes 
for Eastern Pennsylvania, and the South. Give 
references, experience apd territory that can 
be covered. Only experienced men should apply. 
Straight commission. May be carried as a side 
line to start with. Address #962, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





EXPERIENCED salesmen for chain stores, 

stores and better retailers to 
handle line of manufacturers leather soled 
playshoes and slippers $2.00 to $3.00 retailers. 


headquarters Atlanta. New England States in- 
cluding New York State, headquarters Boston. 
Chicago outskirts only including Indiana, Tili- 
nois, Wisconsin, Minnesota, headquarters Chi- 
cago. Give full details in your letter regarding 
lines handled and territories covered. Commis- 
sion only. Address #989, care Boot & Shoe 


Recorder, 100 East 42nd Street, New York - 


17, N. Y. 





SALESMEN WANTED for the Pacific Coast, 
Middle West, South West. Jobbers Line of 
Men’s and Women’s Casuals and Slippers. 
Address #990, care Boot & Shoe Recorder, 
10 High Street, Boston 10, Mass. 


OL? ESTABLISHED FIRM HAS GOOD 
OPENINGS for livewire Shoe Men who 
have had five or more years of shoe selling 
experience with reliable, general line firms 
covering Oklahoma, Texas, Michigan, Dakotas, 
Ohio, Arkansas, Louisiana, Mississippi. Give 
full particulars in your application, previous 
employers, length of service, approximate sales, 
Age. Address #4 care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17. N. Y. 





LINE WANTED 


WANTED: For presentation of the best ap 
counts in the Southeast an outstanding line 
of better grade, smartly styled Women’s Shoes, 
Sample room maintained in Atlanta. Refer. 
ences. Address #975, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 
17, N. Y. 








ALESMAN, TWENTY YEARS’ EXPERI 

ENCE, traveling territory Boston to Chicago, 
wishes reputable.line Men’s or Women’s. Avail. 
able April first. Address #991, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 








SALESMEN WANTED 


Established Manufacturer of Medium 
Price Line of Women’s and Children’s 
Hard Leather Sole House Slippers 
has opening for commission salesmen 
calling on volume accounts. All ter- 
ritories open, except St. Louis and 
New York. 

Please give all information in first 
letter. No objection in handling other 
non-conflicting line. Prefer salesmen 
belong to Shoe Travelers Association. 


Address #7, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 





MANUFACTURERS ATTENTION! Do you 
want complete coverage in Michigan? 
Young, experienced, energetic traveling shoe 
salesman now employed, wants short line of 
shoes as feature line for his trade. Address 
#994, care Boot & Shoe Recorder, 209 So, 
State Street, Chicago 4, Ii. 





MANUFACTURERS! A new Wholesaler 
wants Lines of Playshoes, Slippers and 
Sport Shoes. Address #997, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
N. Y¥. 





RELIABLE SALESMAN, residence in Mi- 
ami, Florida, at present; had retail experi- 
only, wishes wholesale selling, Southeast terri- 
tory preferred. Address #2, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
N. Y. 











SALESMAN WANTED 
Virginia—large well established wholesale shoe firm 

ing women’s novelties, sports, casuals and 
children’s specialty line of sandals desires experi- 
enced salesman to handle play shoes and children’s 
sandals as side-line in Virginia. Write references, 
age, family status, present residence. Only experi- 
enced men should apply. Straight commission. If 
satisfactory will consider giving complete line for 


future, 
KRISCHER, ROGERS & FISCHER 
20 North 4th Street Philadelphia 6, Pa. 








Covering the Southwest and well knowa to 
the better class of Buyers, will consider line 
of medium grade ladies shoes and high grade 
Juvenile line. No financing needed. No job- 
bing lines considered. Address— 


Southland Hotel, Room 214, Dalles, Texas 














SIDE LINE SALESMAN WTD. 


Foot APPLIANCE MANUFACTURER 
wants side-line salesman calling on retail shoe 
and repair shops; extra liberal commissions. 
State territory desired, experience and refer- 
ences. VOSBURG FOOT APPLIANCE CO., 
Austin, Texas. 
SIDE LINE SALESMEN WITH ESTAB- 
LISHED trade, to sell quality line of Sheep- 
skin Slippers in a few territories for Manufac- 
turer. Commission. JOHN C. WHITE & 
ASSOCIATES, 93 Seward St., Detroit, Michi- 
gan. 
SIDELINE SALESMEN, West and South 
only, to carry complete Line of Shoes. Give 
all details in first letter. Commission only. 
STUART WHOLESALE COMPANY, 72 Lin- 
coln_ St., Boston. 
SIDE LINE SALESMAN, Short Line of Chil- 
dren’s Stitchdown Barefoot Sandals and Play 
Oxfords, popular priced. Also Women’s Cali- 
fornia Process Casyals and Play Shoes. 5% 
commission basis. All territories open except 
New York, Virginia, West Virginia and New 
England. Address #995, care Boot & Shoe 
7 100 East 42nd Street, New York 17, 























HELP WANTED 


SHOE FACTORY PRODUCTION MAN 
Capable of forming a new factory to manu- 
facture Playshoes and Slippers. Give all par- 
ticulars in writing. Address #998, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


SLIPPER DESIGNER 
California Styled Slippers 
To supervise—Fitting Room and Lasting 


Room. 
BELLE CRAFT SLIPPER CORP. 
88 35th Street, Brooklyn, New York 

















SHOE MAN, BUYER, SALESMAN, Chil- 
dren’s Shoe Department, Rhode Island. Good 
position capable man. Address #5, care Boot 
& Shoe Recorder, 190 East 42nd Street, New 
York 17, N. Y. 








CLASSIFIED ADVERTISING RATES 


for regular advertisers on contrac. 
all displayed or boxed in classified advertisements is $7.00 an Inch with a maximum of 46 words per Inch. 
this 


page must be in our New York Office 10 days preceding publication date. 








Boot and Shoe Recorder 
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~~ POSITIONS WANTED 


WANTED TO PURCHASE 


WANTED TO PURCHASE 











SEASONED SHOE EXECUTIVE 


thoroughly experienced in Sales Man- 
agement and Promotion of Branded 
and Unbranded Shoes through De- 
partment and Chain Stores seeks con- 
nection with reliable manufacturer. 
Heavy background in production, pro- 
duction planning and control, pur- 
chasing, costs and budgets. Just 
released from important duties with 
Army Air Forces. Age 36: College 
graduate; excellent references. 
Address 996, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 











§ HOE MANUFACTURING—COST—PRO- 
DUCTION CONTROL or relative sub- 
sidiary position requiring display of personal 
ability and integrity for progressive young shoe- 
man—26. Specialized manufactyring, retailing 
background. NYU graduate. Address #992. 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





ATTENTION EMPLOYERS! Experienced 

Chain Shoe Store Manager; available imme- 
diately; Married; Age 38; References. L. G. 
YOUNG, General Delivery, Decatur, Georgia. 





ETERAN, 30, MARRIED, Aggressive, re- 

sponsible, capable, 10 years’ experience in 
Management of Women’s Shoe Factory, seeks 
position as Production Man, vicinity close to 
New York City preferred. Available immedi- 
ately. Address #6, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 


FOR SALE 











MEXICALI SANDALS 


from South - of - the - Border #FG. 
Oaxaca type (free heeling) Hua- 
raches; full grain sole and insole 
$21.00 doz. Packed 3 doz. to case, 
sizes 3 to 8. 

Also Orange Sahuayo Huaraches, 
Alpargatas and Buckle Sandals. 
Write for folder. 


Dept. BSR, The Mexico Company 
Calexico, California 











FoR SALE: SHOE STORE in Upper New 
ioe State city of 100,000 population, 
dling Women’s and Children’s Shoes at 


Box #3, care Boot & Shoe 
a 100 East 42nd Street, New York 17, 









PARTNER WANTED 


PARTNER WANTED: Shoe Factory Produc- 
tion Man to form Partnership for manufac- 

turing Playshoes and Slippers. Address Box 

#1, care Boot & Shoe Reeorder, 100 East 42nd 

Street, New York 17, N.. 

catch—Help Wanted 


WANTED TO PURCHASE 


WANTED TO PURCHASE SHOE STORE 
in New Jersey, income $50,000 to $100,000 
pansty \ P aad ——= Address ; 
ecorder; 100 42n: 

Street, New York 17, N. Y. _ 


April 1, 1946 























Convert into cash—any quantity 


RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE CO. 
1215 Washington Avenue—St. Louis, Me. 





TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 





YOUR NAME PROTECTED ... WRITE — WIRE OR PHONE 








WANTED TO BUY USED PLUMA 
SCIVER in good working condition; Model 
H. preferred. PLYMOUTH FOOT APPLI- 
ANCE & REMEDIES CO., Plymouth, Ohio. 


ship. 
Address #993, care Boot & 





SURPLUS SHOES 


SELL US YOUR J; be f 
ne _Foolwear 


OVER A QUARTER CENTURY 


QUICK ACTION 
WIRE OR ‘PHONE 


MOSINGER BROS. 12:5 wasineton avenue ST. LOUIS, MO. 


VETERAN wishes buy shoe store, or partner- 

References as to financial position. 
Shoe Recorder, 
209 South State Street, Chicago 4, Ill. 





FAMILY SHOE STORES OR CHILDREN’S SHOE STORE IN GREATER NEW YORK, 


DEPARTMENTS wanted. New 
preferred. Address: Box #B970, Boot and 
—_ Recorder, 10 High Street, Boston 10, 

ass. 


cipal. Address #973, care 


Cancellation Shop or Family 


Boot 


Shoe; Prin- 

& Shoe 
Recorder, 100 East 42nd Street, New York 17, 
N. Y. 





WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 
CAMITTA SHOE COMPANY 
120 N. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 


WE BUY 


FOR CASH 








YOUR NAME AND 





WE BUY 


UBIN, 
SHOE STORES yore 


BARSH 


1 ata 


& E A S A ~ 


Phone BARCLAY 


SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 


SHORT LEASES ASSUMED 


BRAND 


PROTECTED 


INC. 


“The House of Jobs” 
89 READE STREET 
New York City 


71-7887 











CASH PAID 





MERCHANTS NEEDS 








CHAIN-STORE TYPE 98 DUANE st. 


SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 
NEW YORK 7, WN. Y. 
elephone WOrth 2-2515 





SHOE MAT SERVICE 





NOW AVAILABLE 


| Gomplete ade shipped, week Newest merchaa- 
Nominal cost, Write 
ye 


Rae Ey - RK! 
5520 South Shore 











. Chicege 37, 


Buy Savings Bonds 














LINE WANTED 


LINE WANTED 





















WANTED 


DeLiso Debs, Queen Quality, Air Step, and Gregory Read 
WANTED 

Also, a Welt Line 

ment Store, Middle West, 60 years in business. High class trade 

Store volume $4,000,000. 


ADDRESS 985, c/o BOOT & SHOE RECORDER 
100 EAST 42nd STREET, NEW YORK, WN. Y. 





pra Pr | high grade line of Women's Style Shoes to retail 
around $15.00. ree ee lines carried: Van len, Rice O'Neill, 
Selby Arch Preserver, Arnold Barefoot oe 


for Junior Debs to retail $8.95 up. — 

















WANTED TO PURCHASE 


MERCHANTS' NEEDS 


MERCHANTS’ NEEDS | 








WILL PAY INVOICE 
PRICE FOR COMPLETE 
OR BROKEN LOTS 
CURRENT STYLE SHOES 


Stacy Adams Nunn-Bush 
Dr. Locke Edgerton 
Uptown Rob Lee 


— CHILDREN'S — BOYS’ — 
Poll Parrot Child Life 
Official Scout 


— WOMEN'S — GIRLS' — 


Dickerson 
Lai?fd Schober 
Antioch 
Pennant 
Forest Park 





AirStep 
Edgewood 





Official Scout 
Submit stock number, 
sizes and descriptions. 


Address Box #968, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
pI al Shoes for Men, Women and 


FOR CASH 


BROITMAN-GAFFIN SHOES, INC. 
74 Reade Street, New York 7, N. Y. 
Telephone: WHitehall 4.0669 




















BARIS BUYS 


Quality Shoes for Men, 
Women and Children 


FOR CASH. 


BARIS SHOE CO.., Inc. 
WOrth 2-5180-1 
79-81 Reade St., New York 7, N. Y. 


SELL YOUR JOB LOTS 
SAM CAMITTA & SONS 


95 Reade St.. New York 13, N. Y. 
FOREMOST SHOE Sevens | See 1906 


Calling All Buyers 
[CONTINUED FROM PAGE 69] 

dren’s shoes and slippers, as well as 
play, casual and dress types for adults. 

“All New England manufacturers 
with offices in Boston’s famous shoe dis- 
trict, bounded by Lincoln, Summer and 
Federal streets, will show their Fall 
lines in their offices. They were not as- 
signed hotel space because of our asso- 
ciation’s belief that all possible hotel 
space be held for companies whose fac- 
tories are in parts of the country out- 
side New England. This policy, and the 




















NEW BRANNOCK 


Scientific heel-to-ball, heel-to-toe 
and width measurements instantly 
made with the new and better 
BRANNOCK DEVICE. Univer- 
sally used, in majority of American 
shoe stores,—by Army and Navy 
shoe fitters—and in global service. 


Adult Model for men and 
women $15.00 





junior Model for children $12.50 


Available at special cooperative 
price if ordered through certain 
shoe manufacturers —for this list 
and full details write to 


THE BRANNOCK DEVICE CO. 


SYRACUSE 2, NEW YORK 








Pouy Cur 
for Price Tickets 


! 


Will be available for shipment in 
August, 1946. Order now for early 
delivery. 
M. D. POLLINGER CO. 
Holland Bldg., St. Louis, Mo. 

















response we have had to it, makes it 
certain that the New England Shoe 
Market Week will be national in 
scope.” 


Revive Seattle Shoe Club 

SEATTLE, WASH.—Retail shoe men at 
Seattle revived interest in their local 
shoe club when they held a dinner meet- 
ing at the New Washington Hotel, re- 
cently. One hundred and seven men 
turned out for the event among whom 
were two old timers, Carl Wallin and 
John W. Nordstrom. 

Eric Anderson of Marshall, Meadows 
and Stewart and Tom Connolly, North- 
west representative of Connolly’s Shoe 


—ey 


V ADVERTISING 
} je . 
A CUTALLU 


—here’ how to get 
More Business! 


E Vincent Edwards idea Clipping 
Service has over 2,000 satisfied users. 
Eech order filled according to what 
want; wholesalers usually request 
retail ads; manufacturers usually 

want ads of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 


World’s Largest Advertising Service Organization 
342 Madison Ave., New York City 
Please tell me more about your news- 


paper ad clipping service and special 
short term trial offer. 




















Co. and Pied Piper Shoe Co., also at. 
tended the meeting. 

Guy Ervin of Baxter’s Seattle Shoe 
store, was elected president, and Pat 
Hannig, assistant to Frank Sullivan, of 
the Bon Marche, was elected secretary- 
treasurer. 

The club was reorganized about nine 
years ago, but discontinued its activi- 
ties during the war. The purpose of 
the organization is primarily social, 
end offers a means of becoming ac- 
quainted with newcomers, as well as 
contacting old friends. 


Institute Remodeling 
Program 


SPOKANE, WasH. — John Childers, 
owner and manager of Hill’s Shoe 
Store, here, has announced a remodel- 
ing program which will double the 
floor space of this long established 
store. 

“The interior and front entrance of 
the store will be modernized and addi- 
tional facilities will be added,” Mr. 
Childers said. “A large accessory de- 
partment will be one of the store’s new 
features. 

Preliminary remodeling to cost about 
$10,000 is expected to be completed by 
March 1. 


Modernizing Two Stores 

ToLEpo, O.—Wachter Shoe Co., which 
operates stores in Toledo and East To- 
ledo, is modernizing both stores, wita 
contract awarded for new fronts and 
modern interior fixtures at both loca- 
tions. 


Boot and Shoe Recorder 





